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Customers welcome plastics when rightly used. That’s 
made plain by their enthusiasm for window screen made 


from Saran (pronounced Sah-ran). 


This plastic, produced by Dow, makes screen that com- 
bines strength and durability with a beauty distinctly its 
own. Screen from Saran has lightness and flexibility that 
make it easy to install. And it’s practically immune to 


destruction and wear from natural causes. 


Chiton VL S 
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in service 


Saran screen can’t rust—it saves painted surfaces from 
unsightly stains. It has its own color—it never needs 
painting. It withstands heat and cold—it won't sag or 
break. It resists corrosion, moisture, salt air, acid fumes. 
And it can be kept clean with a moist cloth. [ts made for 


satisfaction through the years. 
Tell the Saran screen story to your customers. Saran 
screen is proved in sales, in service. It means bigger 


turnover, bigger profits for you, 








PLASTICS 


STYRON - STYRALOY + ETHOCEL 


ETHOCEL SHEETING + SARAN + SARAN FILM 
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Discussing the necessity of choosing the proper tools for the 
woodworking shop and proper care of them, the second in the 
series on woodworking shops in retail lumber yards is presented 
on page 22... While there is no universal flooring material which 
can be recommended for all farm buildings, a few specific ones 
which will prove successful in dairy barns, hog houses and other 
farm structures are discussed on page 26... How a number of 
building material dealers have discovered the way to operate trucks 
at maximum efficiency is told on page 36. Included in the article 
are many ideas which dealers can use to keep trucks running longer 
and with lower upkeep ... While legitimate retailers, with empty 
lumber sheds, fight to participate in one of the biggest building 
hooms in east Texas, they see truckload after truckload of black 
market lumber being used in nearby construction. On page 30 is 
a detailed analysis of what is happening to dealers who will not 
take part in black market operations and as a result are not able 
to share in this building boom .. . One of the hardest things for 
a dealer to determine is just how much his profits are increased 
through the use of advertising. On page 33 is a sample of one type 
of check card which he can fill out for each ad and which will take 
some of the guess work from this part of daily business . . . Eight 
dealer conventions are covered on pages 28, 34, 38, 40, 41 and 42. 











for YOUR 
Business! | - 


Better lrucks 





TRUCK-ENGINEERED + TRUCK-BUILT 























BY TRUCK MEN 


— " —_ 


oe st "i — 


bee 
= _ ee 


‘‘Recommend Ford Truck to 
All Without Reservation !”’ 


Whether you’re hauling a few sheets 
of wallboard, cans of paint or rolls 
of roofing, or delivering dump-truck 
loads of crushed stone, Ford Truck 
equipment offers you a time-tested 
means of getting the goods where 
you want them for minimum money. 


(And, by the way, there’s a new 
Ford Dump Truck chassis and a 
new Ford Light Duty Pickup, with 
vital engineering advancements! ) 


In Galesburg, Illinois, Mr. Gene W. 
Gunther, of Builder’s Supply Com- 
pany, operates a fleet of Ford Trucks 
ranging in age all the way from 
veteran “‘Model AA”’ to the latest 


V-8’s. In a recent letter he said: 


**All of our Ford Trucks are doing a 
fine job. Our hauling of building 
materials (sand, gravel, stone, etc.) to 
construction sites calls for plenty of 
power when working in soft, muddy 
locations, and dependable performance 
at all times. For all this, as well as 
economy, the Ford Truck is admirably 
suited. We recommend the Ford V-8 
Truck to all, without reservation.” 


Is your truck equipment adequate 
for the strenuous transport job 
ahead of the building industries? See 
your Ford Dealer and tell him you 
want the full Ford facts! 





ADVANCED ENGINEERING 
IN NEW FORD TRUCKS 


More Economy and Endurance 


Easier Servicing 


A STILL GREATER 100 HP V-8 ENGINE with 
NEW Ford steel-cored Silvaloy rod bear- 
ings, more enduring than ever in severe 
service eNEW aluminum alloy cam-ground 
4-ring pist for oil y ¢ BIGGER, 
more efficient oil pump and IMPROVED 
rear bearing oil seal « NEW longer-lived 
valve springs « NEW improvements in 
cooling « NEW efficiency in ignition « in 
carburetion ¢ in lubrication «in ease and 
economy of servicing operations « And 
available in all truck chassis except C.O.E. 
units—the rugged, thrifty 90 HP FORD 
SIX-CYLINDER ENGINE, with many impor- 
tant advancements. 





FORD CHASSIS ADVANTAGES: Easy 
accessibility for low-cost maintenance « 
Universal service facilities « Tough, forged 
front axles ¢ Extra-sturdy rear axles with 
pinion straddie-mounted on 3 large roller 
bearings, %-floating type in light duty 
units, full-floating in all others ¢ 3 axle 
ratios available (2 in 1-ton unit) « 2-speed 
axle available in heavy duty units at 
extra cost « Powerful hydraulic brakes, 
large drums, cast braking surfaces « 
Rugged 4-speed transmission with NEW 
interncl reverse lock optional at extra cost 
on light duty units, standard on all others. 








FORD TRUCKS 


MORE FORD TRUCKS ON THE ROAD « ON MORE JOBS « FOR MORE GOOD REASONS 
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HOUSE OR APARTMENT? 


Government finally gives 

nod to more rental units 

GRADUALLY, as reports flooded 

the desks of housing officials in 

Washington, the Administration 
changed its strategy. 

It decreed that one-fourth of the 
dwellings henceforth authorized in 
any city must be built for rental; 
at least half of these must rent at 
or below ceilings. This, like other 
housing orders, was aimed to help 
the veteran. 

Lumber dealers around the coun- 
try had been wondering who the 
crystal gazer was who determined 
that the veteran was in a position 
to build. Most veterans are still in 
their twenties and their earnings 
are low. Many will change their 
residence from one section of the 
country to another as vocational op- 
portunities develop. 

Builders said this did not sound 
like a house buyers market. More 
and more the question was asked 
around the country, “Do Veterans 
Want Houses?” Who had said that 
they did, anyway? 

Typical of the mounting opinion 
that the government’s housing pro- 
gram was on the wrong track was 
this report from a Minneapolis 
dealer. 

“Some criticism,” he said, “is be- 
ing heard in the Minneapolis area 
to the effect that the ‘homes for 





MARCHING ON THE ILLINOIS STATE CAPITAL, veterans de- 
manded legislative action to relieve the housing shortage. Back 
in Chicago, permanent residents protested that the prefabs being 
erected for Gls were “eyesores.” Having watched the govern- 
ment regulate building for four years, dealers in building mate- 
rials were convinced that veterans of World War II were knocking 
on the wrong door. The books showed plenty of legislation 
mapped to spur building. The vets emergency housing program 
had passed the Senate, also the longer-range Wagner-Ellender- 
Taft bill. Out of the Civilian Production Administration and the 
National Housing Agency came an order easing priorities on some 
materials for nonveterans. Increasingly, a feeling swept the Na- 
tion that the immediate need for the veteran was apartments, not 
homes. When the tide engulfed the desk of Housing Expediter 
Wyatt, he belatedly replied, ‘The need for rental housing can't be 
underestimated.” In Texas, all types of building was reaching a 
peak unheard of before black market days. OPA announced an 
intensive drive against the black market, but lumber bootleggers, 
flaunting OPA regulations with an impunity reminiscent of prohibi- 
tion days, were unworried. They would get their sockful before 
Congress killed OPA—if it did—and before the legitimate dealer 
was back in the saddle—if he lived that long. Some dealers put 
the question frankly: Shall we liquidate or violate? One Michigan 
dealer, his bins nearly empty, decided to pay a dollar for a license 
and go fishing. Most dealers stayed behind to await new regula- 


tions and fight old ones with petitions to Congress. 





veterans’ program is not working 
out as intended. There are not 
enough veterans who have the 
money to buy $6,000 and $8,000 
homes and who feel settled enough 
to chance the investment to occupy 
all of the prospective homes being 
built for them. 

“In the meantime, hundreds of 





: “EYESORE.” That is what permanent residents called these temporary prefab houses for Gis 
in Chicago. Fourteen buildings, containing 84 apartments of two to five rooms, were trucked 
from Evansville, Ind., where they housed war workers. 
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people who have the means and de- 
sire to build new homes for them- 
selves are living in quarters which 
the veterans would like very much 
to rent until they get their feet 
under them and know for sure 
where they wish to live.” 

The question of building versus 
renting drew this reply from Hous- 
ing Expediter Wyatt: 

“The need for rental housing 
can’t be underestimated. We intend 
to give all possible encouragement 
to the construction of apartment 
buildings, large and small.” 

Soon came the new order: one- 
fourth of new dwellings for rental, 
at least half of these at or below 
current ceilings. 

Housing directors in each city 
will establish the dividing lines for 
building and rental. Half of the 
homes built must come below the 
new price line established from city 
to city. Samples: Chicago and 
Washington, D. C., $8,500; New 
York, $9,000; Los Angeles and Mil- 
waukee, $7,000; Indianapolis and 
Kansas City, $6,500; Atlanta and 
Fort Worth, $5,500. 

Sample rental dividing lines: 
Chicago and Washington, $55; 
Providence, Philadelphia and New 
York, $65; Pittsburgh, Indianapolis 
and Fort Worth, $60. 
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OPA HIT WHERE IT HURTS 


Agency staggers under 
blows from all sides 


Joe Montague, Ft. Worth at- 
torney for the Texas and South- 
western Cattle Raisers’ association, 
had battled OPA all day verbally. 
As he stepped into the elevator in 
the House office building, his com- 
ments touched off Leonard Rhodes, 
an OPA economist. Montague 
landed one on Rhodes’ chin. 

Afterward Montague said Rhodes 
had accused him of hitting OPA 
“below the belt.” 

“T never hit anyone below the 
belt,” said Montague. “I simply 
gave him one to the jaw. I helped 
straighten him up and that’s all 
there was to it.” 

As the AMERICAN LUMBERMAN 
went to press, OPA continued to 
get the worst of the fight. By a 
vote of 355 to 42, the House had 
wrecked the OPA bill so badly that 
OPA Administrator Paul Porter de- 
clared that the damage was even 
worse than was indicated earlier. 
He appealed to the Senate to reject 
the House version which left little 
of price control in the bill. 

Chester Bowles, director of eco- 
nomic stabilization, immediately 
after the House vote, appealed to 
the people by radio. Without price 
control, he warned, the country will 
see history-making inflation. 

Lumbermen — and a good many 
other businessmen across the coun- 
try—would be glad to see OPA take 
a KO. There was no question but 
what the agency was staggering es 
the final round drew near, but it 
was far from groggy. 

Price increases were being 
granted left and right, frequently 
with a catch. Building materials 
and lumber, for example, were 
among the items on which price 
increases could not be passed along 
to the consumer under SO 153. 

Testifying before the House 
banking committee, Bernard M. 
Baruch warned that a “close fisted” 
policy to squeeze profits out of in- 
dustry will result in a “national- 
ized” economy. 

The U. S. Chamber of Commerce 
asked for a final elimination of all 
but rent ceilings by Oct. 31. In the 
Chicago area, Tribune reporters in- 
terviewed 101 persons. Seven out of 
10 wanted price controls continued. 
Rent, it seemed, was their main 
concern. Mrs. Harry A. Ratcliffe 
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summed up opposition to OPA, say- 
ing: 

“Controls are no good if there 
is nothing to buy.” 

More virulent were the governors 
of six middle western states who 
met in Des Moines, Iowa, to discuss 
the housing crisis. Failure of OPA 
to set sensible price_ policies, 
charged the governors, has_ not 
only slackened production but fos- 
tered black markets. 

Said Gov. Green of Illinois: 
“There is no protection in a policy 
that stifles production. I see little 
likelihood of lumber or any other 
building material becoming plenti- 
ful until free enterprise can pro- 
duce them at a profit.” 

Heads of five federal government 
agencies asked for a quick extension 
of price control without “crippling” 
amendments. 

It looked like a battle to the 
finish. 


LEGISLATION 


Vet and W-E-T housing 
bills okayed by Senate 


NO question about it. Housing 
Expediter Wyatt had good reason 
to be happy. He had just witnessed 
the Senate approve his housing pro- 
gram by a vote of 63 to 14, restor- 
ing his all-important subsidy clause 
which the House had rejected. 

W hile House-Senate conferees 





HOUSING EXPEDITER WYATT declared, “I 
am happy,” upon hearing that Senate had 
reinstated subsidies in Administration’s hous- 
ing bill. “I hope Senate can sell the House 
on subsidies,” he added hopefully. 


postponed their meetinys until after 


the Easter recess scheduled to end . 


in early May, Wyatt estimated that 

every day of delay cost 3,000 new 

homes. Oe 
Conferees were still in disagree- 





ment on a number of issues. There 
was the question of the $600,000,- 
000 for premium payments to build- 
ing material manufacturers. Just 
as troublesome was the question of 
a guaranteed market for prefabri- 
cators. 

The Senate favored both these 
issues that the House opposed. 

Also passed by the Senate 
was the Wagner-Ellender-Taft bill 
which outlines a 10-year building 
program intended to pick up where 
the veterans’ emergency program 
leaves off. 

Approval of the bill was by voice 
vote after the Senate adopted 51 
to 20 a provision requiring that all 
construction carried on under terms 
of the bill be paid for at the pre- 
vailing wages in the community. 

Under the W-E-T bill an average 
of 1,250,000 houses would be built 
each year for the next 10 years, 
including houses under the emer- 
gency program. It was estimated 
that the long-range program would 
cost the government $143,000,000 
a year for public housing, private 
subsidies and other costs. 

Other objectives of this bill in- 
cluded: 

1. Emphasis on the building of 
homes for families which can afford 
to spend $20 to $40 per month to 
rent or own their homes. 

2. Government-guaranteed loans 
to encourage rental housing con- 
struction. 

3. Slum clearance, elimination of 
substandard dwellings and urban 
development. 

4. Research department under the 
National Housing Administration 
to develop new housing methods and 
materials to lower cost .of housing. 


PREFABERS UNHAPPY 


Claim guaranteed market 
will aid fly-by-nighter 

WITH the _ greatest potential 
market in history in their laps, 
prefab manufacturers are unhappy. 

The thing that makes prefabrica- 
tors ,most unhappy, crazy as it 
sounds, is a guaranteed market by 
the federal government. If you 
can’t sell all the houses you build 
says the government, we’ll buy 
them. 

Through their central voice, the 
Prefabricated Home Manufac- 
turers’ Institute, prefabers have 
denounced this government crutch. 
The prefabers say they can sell all 
the houses they can build without 
government help. Furthermore, 
they are convinced that, despite 
Housing Expediter Wyatt’s claims 
to the contrary, a guaranteed mar- 
ket will encourage fly-by-nighters 
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YOU CAN GET THESE CHROMTRIM SHAPES IMMEDIATELY! 


Specially designed for the new building materials now being 
released, CHROMTRIM Metal Mouldings add the clean, modern 


finish to interiors so necessary to brighten moderately-priced homes. 


Building material shapes packed 15—8 ft. lengths, 120 ft. of one 
profile in nationally famous streamlined tube. Other shapes packed 
10—12 ft. lengths to the tube. Available in bright lustrous, satin 


and anodized aluminum. 


Sold through a nation-wide 
distributor organization. 


ORDER NOW! 


IMPORTANT: Now being delivered. A 
\ special group of CHROMTRIM building 
' material profiles, for use with the new 
light weight wall linoleums— including 
the new Quaker Wall and Congowall 
materials. 


R. D. WERNER CO., Inc. 


Manufacturers of Metal and Plastic Products 
295 FIFTH AVENUE - NEW YORK 16, N. Y. 
Factories: New York City— Greenville, Pa. 
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and builders of radical style homes. 
The industry prefers to think of 
itself as healthy enough to stand 
on its own feet. 

Prefab manufacturers continued 
their trek to Washington to show 
housing officials what they had to 
offer. Latest was the two-bedroom 
Wingfoot home equipped with stove, 
water heater, refrigerator, kitchen 
sink, bathroom fixtures, built-in- 
beds and the rest, all for $2,450 





HENRY J. KAISER, whose critics are jump- 
ing him plenty these days, demonstrates he 
can do some jumping himself. Here he is 
demonstrating resistance of a new plastic 
glass which will go into 10,000 low-priced 
homes he intends to build. 


f.o.b. factory. Goodyear Tire & 
Rubber Co., Akron, Ohio, is the 
sponsor. 

With government backing, in- 
cluding equipment and materials, 
Goodyear promised to turn out 48,- 
900 homes annually. Salesmen said 
the house which measures 28 by 
8 feet, can be delivered by truck. 
Upon delivery telescoped wings are 
pushed out to make a a T-shaped 
unit 26 by 15 feet. 

Main plant is at Litchfield Park, 
Ariz., where 200 houses have al- 
ready been built. Goodyear plans 
to erect plants in other sections of 
the country so that shipping 
charges will never exceed $100 per 
unit. 


BLACK MARKET 
OPA-FBI promise joint 
campaign on bootleggers 


AFTER months of flagrant black 
marketing in lumber throughout 
the country, the government has 
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decided to do something about it. 

OPA and the Department of Jus- 
tice announced a joint program to 
stamp out illegal lumber markets. 
Atty. Gen. Clark declared that 
“complaints indicate that lumber 
market conditions are threatening 
to hamstring the veterans’ housing 
program.” 

District attorneys have been di- 
rected to summon violators before 
grand juries. Price Administrator 
Porter said OPA will enlarge its 
enforcement staff. He warned that 
the first persons to be checked 
would be those receiving large 
quantities of lumber, particularly 
from sources other than normal 
distribution channels. 

Eighty investigators using 
marked money and FBI methods 
were assigned to the West Coast. 

Determination by the govern- 
ment to prosecute black marketeers 
may curtail illegal traffic, but lum- 
bermen will hardly believe that 
even a huge law enforcement staff 
can prevent the tremendous amount 
of bootlegging, most of it by small 
suppliers who can easily escape de- 
tection. 


QUESTION 


Shall we liquidate or 
violate? dealers ask 
OPA’s policies insofar as the re- 
tail lumber dealer is concerned have 
resolved themselves into one ques- 
tion, according to Joseph G. Rowell, 
spokesman for the Lumber and 
Supply Dealers’ Council, New Or- 
leans. 
Baldly put, that question is: 
Shall we liquidate or violate? 
In a letter to congressmen, Mr. 
Rowell points up this question by 





JOSEPH G. ROWELL raises a question. 


comparing costs and profits in the 
industry in 1942 and 1946 under 
OPA. 

The letter cites statistics showing 





that within a period of three years, 
the operating margin between cost 
and sales price of lumber was cut 
from 27.3 per cent to 17.3 per cent, 
a reduction of 37 per cent. In that 
same period, labor rates increased 
from 30 to 55 cents. Other operai- 
ing costs increased in proportion. 

Effect of OPA’s policies on deal- 
er’s profits may be seen by com- 
paring the 1942 with the 1945 
figures in the formulas below. 

In 1943, landed cost, $50 (MPR- 
19, plus freight from basing 
point) ; handling charge, $5; 25 per 
cent markup (No. 1C and lower 
grades) $13.75; dealers maximum 
selling price, $68.75; gross operat- 
ing margin, $18.75; per cent mark- 
up on sale, 27.3 per cent. 


FOR NONVETERANS 


Ease priority controls 
on some kinds of jobs 

CURBS were eased by the Ci- 
vilian Production Administration 
and the National Housing Agency 
to allow priority claims for some 
nonveteran housing. 

Beside allowing priority claims 
on materials for this class, these 
agencies announced that present 
members of the armed forces, mem- 
bers of the merchant marine, Amer- 
icans who served with Allied forces 
in the war and widows of a member 
of the armed forces who died in 
service will be eligible for priority 
eligibility. 

The relaxed order allows priority 
assistance in obtaining scarce ma- 
terial in these nonveteran cases: 

1. For construction of farm 
houses and homes for workers en- 
gaged in production of essential 
food or “scarce materials and prod- 
ucts.” 

Builders of nonveteran dwellings 
which were under construction be- 
fore March 26 now may apply for 
priorities assistance to complete 
such houses and apartments. 

3. Reconstruction or repair of 
dwellings destroyed by fire or sim- 
ilar disaster where such work is 
necessary to eliminate hardship. 

4. Repair or alterations of dwell- 
ings either to maintain them or to 
return them to a habitable condi- 
tion or to provide space for addi- 
tional persons. Priorities assistance 
will not be granted unless such 
buildings have been vacant for lack 
of repairs. 


PACKAGED HOME 


Exclusive offer to vets 

includes free delivery 

OVER 600 applications were re- 
ceived by the Forest City Materia! 
Co., Cleveland, following an adver- 
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Pictured above is another reason why Union 
Pacific can maintain fast schedules. It’s one of 
the “Big Boys,” 600-ton super-powered freight 
locomotives designed to meet industry’s heaviest 
demands. 


But it takes more than horsepower to 
keep shipments rolling on schedule. The 
“know how” of many thousands of 
trained Union Pacific employees . . . the 






The Progressive 





time-saving Strategic Middle Route unit- 
ing the East with the West Coast . . . are 
plus advantages only Union Pacific 
provides. 


Union Pacific traffic experts are located in metro- 
politan cities from coast to coast. Call on them 
to assist in solving your transportation problems. 


For efficient, dependable freight service— 


be Specific - 
say Union Pacific 


% Union Pacific will, upon 
request, gladly furnish 
industrial or mercantile 
concerns with informa- 
tion regarding available 
sites having trackage 
facilities in the territory 
it serves. Address Union 
Pacific Railroad, Omaha, 
Nebraska. 














UNION PACIFIC RAILROAD 
The Eialegic Middle Route 
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Quality in 
the Tree 


Booth-Kelly lumber comes from 
old-growth Oregon Douglas Fir of 
superb quality. It was 47 years 
ago that Booth-Kelly felled the 
first tree—and the uniform quality 
of Booth-Kelly timber has had 
much to do with the quality repu- 
tation of this company’s lumber 
during 47 years of history-making 


operation. 


RRB 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


Atel 
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tisement offering a packaged-type 
home exclusively for veterans and 
their families for $1,940. Free de- 
livery is offered within 65 miles of 
Cleveland. 

The house, which is on a 30 x 24 
foundation, comes in a single archi- 
tectural style of five rooms and is 
said to meet the building code of 
every city in the state of Ohio. 

Most of the building material is 
pre-cut, although some sections, 
like the stairway, is prefabricated. 
The plan offers an unfinished sec- 
ond floor, also two options: full 
basement instead of a foundation 
and plaster instead of dry wall con- 
struction. 

To qualify, GI applicants must 
have had overseas service and a 
family of one or more children. He 
must be living under conditions 
that constitute a real emergency. 

Homes are financed under a 20- 
year mortgage at 4 per cent with 
the title being considered as down 
payment. Average loan is $4,500 
and the maximum $5,500. 





FIRST commercial lumber shipment by air 
within continental limits was this flight of 
Douglas fir paneling from Washington state 
to Texas. Proceeds from sale of this lumber 
at Galveston convention of the Lumbermen’s 
association will be used to erect memorial 
to Texas lumbermen who died in service in 
World War Il. 


WASON TESTIFIES 


Evidence against price 
control in free booklet 


COMPETITION has never failed 
to adjust prices within a reason- 
able time, Robert R. Wason, presi- 
dent of the National Association 
of Manufacturers, testified before 
the House Banking and Currency 
Committee during hearings on the 
continuance of OPA. 

The only way to stop inflation, 
he declared, is by all-out production 
of washing machines, automobiles, 
radios, clothes, shoes, food, building 
materials—all those thousands of 
things that the public wants and 





business wants to produce. 

Wason’s testimony before the 
committee has been printed in a 
59-page pamphlet entitled “Pric 
Control by the American House- 
wife.” He quotes figures to show 
that inflation is not only underway 
but OPA-encouraged. There are 
graphs and charts to substantiate 
his claims that are presented in 
readable form. 

Free copies of this pamphlet may 
be had by addressing your request 
to National Association of Manu- 
facturers, 14 West 49th Street. 
New York 20, New York. 


GOING FISHING 


Dealer decides it's surer 
way to eat than lumbering 

EVERY lumber dealer knows 
how hard it is to get enough ma- 
terial to stay in business. However, 
not every dealer has the philosophi- 
cal attitude toward current short- 
ages and government regulations 
as expressed in the following ex- 
cerpt of a letter from a Michigan 
dealer to a window manufacturer. 

“Your letter relative to the pri- 
ority business carefully read and 
as the writer sees it, there is abso- 
lutely no help for us as we do not 
have any houses under construction 
at the present time, neither are we 
in the prefab business. About the 
only kind of business is repair and 
no material to do that. 

“We have tried to be patriotic 
and comply with the regulations as 
best we could and it has got to the 
point that about the only way to 
stay is to get into the black market 
range. When a fellow does that, he 
is sticking his neck out for more 
trouble. Probably the best way to 
handle the situation is to give the 
government 30 days’ notice, then 
lock the doors. 

“Fishing season opens June 25 
here in Michigan and the license 
only costs a buck. However, the 
limit is 15 blue gills, 5 bass and 
no butter to fry them in. Maybe 
we will try our luck anyway. When 
you can ship our spring order. 
ship it.” 


NEW CEILINGS 


Southern hardwood, w. pine 
under latest OPA ruling 
SOUTHERN hardwood lumber 
was granted a 7 per cent price in- 
crease by the OPA, effective April 
5. At the same time the OPA or 
dered an increase in mill price ceil- 
ings for western pine. Average in- 
crease for western pine was $4.60 
per thousand board feet. 
The southern hardwood increase 
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applies to lumber at the mill level 
and all sales past the mill. Increases 
average $3.25 per thousand board 
feet. 

OPA said the increases were in- 
tended to help mills meet increased 
cost of production. Consumers will 
pay the higher ceilings until a re- 
view of the ability of the distribu- 
tors to absorb the increases is com- 
pleted. 

Ceiling increases were not 
granted on such items as timbers, 
dimension and construction boards. 
The region affected by the order on 
hardwood comprises all of Texas 
Oklahoma, Arkansas, Louisiana, 
Mississippi, Alabama and Florida; 
also parts of Tennessee, Georgia, 
North and South Carolina and Vir- 
ginia. 

Increases in western pine had 
been ordered some time ago, but 
were not made effective until now. 
Average increase was $4.60 per 
thousand board feet. Here again, 
increases will be passed on to con- 
sumers until a cost study has been 
made of 1945 retail margins. (See 
market analysis for further de- 
tails.) These species, with certain 
exceptions, were granted mill in- 
creases of $4.50: ponderosa pine, 
Idaho white pine, sugar pine; in- 
land larch, Douglas fir and hemlock; 
white fir; Engelmann spruce and 
lodgepole pine; inland red cedar 
and incense cedar. 


INFLUENCING OPINION 


NRLDA releases help dealer 
in breaking building dam 
RETAIL lumber dealers, anxious 
to influence public opinion in help- 
ing break the government’s strangle 
hold on the building industry, have 
been given a helping hand by the 
National Retail Lumber -Dealers’ 
association. 

NRLDA has made available an 
address in mimeographed form for 
use in outlining the position of the 
retail lumber dealer with respect to 
the government and housing. Also 
available are six newspaper articles 
on home building problems in 
which the dealer’s name and com- 
pany may be inserted. 

Below is one of the sample news- 
paper stories headlined “OPA 
Slocks Jobs as Well as Homes, 
Lumber Dealer States.” 

“By blocking production of home- 
building materials by unrealistic 
wartime pricing formulas, the OPA 
is not only stopping work on Amer- 
ica’s homes, but is blocking jobs for 
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veterans, local lumber dealer ..... 
ee Pere Co., stated today. 
“About 8,500,000 men can be em- 
ployed by the building industry and 
80 per cent of the cost of a home 
is paid out in wages, either on-site 
or off-site,” Mr. ....... explained. 
“Today, only a small fraction of 
the potential 8,500,000 men who 
could be employed in the building 
industry are now working in mills, 
factories and construction jobs. Yet 
there are 1,200,000 veterans on un- 
employment compensation.” 


WISCONSIN ELECTS 


Homstad again named to 
head retail association 

E. E. HOMSTAD, Black River, 
was re-elected president of the Wis- 
consin Retail Lumbermen’s asso- 
ciation following a poll of the 28 
club presidents, secretary Don S. 
Montgomery announced. 

The club presidents were author- 
ized by the recent convention to 
conduct the nomination procedure 
by mail with the understanding 
that the nominees would be con- 
sidered elected. 

Also re-elected were H. B. 
Koerble, Milwaukee, treasurer, and 
H. E. Muehl, Suring, a director. 
Alex Kirschling, Wisconsin Rapids, 
was elected to the board of direc- 
tors. 


HARDWOOD GROUP MEETS 


H. C. PARRISH, Norfolk, Va., 
was elected president of the South- 
ern Hardwood Producers, Inc., at 
their convention in Memphis, 
Tenn., March 6. Omar Hilton, War- 
ren, Ark., was elected vice presi- 
dent and Calvin E. Miller was 
named secretary-manager. 

Named to the executive commit- 
tee were C. Arthur Bruce, Mem- 
phis; W. W. Kellogg, Monroe, La.; 
G. H. King, St. Francisville, La.; 
W. M. Hallett, Jr., Mobile, Ala.; 
C. R. Ransom, Natchez, Miss.; Sam 
M. Nickey, Jr., Memphis. The di- 
rectors voted to continue their 
hardwood research program and to 
carry out an extensive publicity 
program for hardwoods. 

Speakers included R. A. Colgan, 
Jr., executive vice president of the 
NLMA, who outlined the associa- 
tion’s program. Car] A. Rishell, di- 
rector of research for NLMA, and 
Joe Stearns, superintendent of the 
Teco laboratory, Washington, re- 
ported on the hardwood research 
program. 
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PREFABRICATORS ELECT 


Winn picked to head PHMI 
at Rockford, Ill. session 


FACTORY-BUILT homes have 
emerged from the “haze and doubt 
of public cynicism,” Harry H. 
Steidle, Washington, D. C., man- 
ager of the Prefabricated Home 
Manufacturers’ Institute, declared 
at the third annual meeting of the 
institute at Rockford, IIl., March 
25-27. 

Of greatest importance to the in- 
dustry, Mr. Steidle said, was the 


DAWSON WINN, Laurel, Miss., new presi- 
dent of the Prefabricated Home Manufac- 
turers Institute. 


appearance in June of Commercial 
Standards, CS 125-45, for prefabri- 
cated homes, which was formulated 
in cooperation with the U. S. Bu- 
reau of Standards. 

Thirty-two manufacturers were 
represented at the meeting. Dawson 
Winn, Laurel, Miss., was elected 
president of PHMI. Other officers 
elected were: vice-president, Austin 
Dewry, New Albany, Ind.; secre- 
tary-treasurer, John Pease, Cincin- 
nati, Ohio. 


EXPERIMENT IN CONCRETE 


Navy builds low-cost home 
from war-tried materials 


THE Navy’s success in building 
landing barges out of concrete has 
encouraged it to experiment further 
with concrete, this time as a build- 
ing material for a low-cost home. 

So successful was the Navy’s 
adaptation of concrete during the 
war, that the landing barges it built 
could be run on reefs that would 
have crumpled steel. 

Navy architects believe that by 








using this new precast, reinforced 
concrete homes can be built at a 
fraction of the cost of a frame 
house. Beside being termite-proof, 
the concrete house is said to be wel] 
adapted to hot climates. 


Also under construction by the 
Navy are two large warehouses of 
concrete. By reinforcing the con- 
crete and vibrating it to eliminate 
air pockets, a very strong, thin 
light panel can be developed. Col- 
umns, girders and walls are made 
of the new material. 


NON-PROFIT HOUSING 
Rochester, N. Y. banks 


plan low-rental units 


EIGHT Rochester, N. Y., banks 
have organized a non-profit operat- 
ing firm to operate a 152-unit low- 
rental housing project. Bankers 
said the purpose of the $700,000 
project is not only to promote good 
will and fill a community need, but 
to keep the federal government out 
of the private housing picture. 

Earnings beyond expenses and 
reserves will be used to shorten the 
27-year amortization period. The 
bankers plan to sell the project 
after the mortgage is paid off. 
turning the proceeds over to the 
city. Rentals for the four-room gar- 
den type apartments are expected 
to be about $40. 

The city sold the 10-acre im- 
proved plot for about a dollar and 
has agreed to lowered assessments 
on the development. 


GREEN LUMBER 


To avoid it—keep away 
from the black market 


THERE is a good deal of loose 
talk these days about green lumber 
—hboards not properly dried or 
seasoned. No one will deny that 
there is green lumber around, but 
so much emphasis has been placed 
on it that the picture is distorted. 

One thing is sure. No reputable 
producer is shipping undried lum- 
ber, except those varieties that re 
quire no drying in addition to wha! 
they get in transit. The place yor 
are most likely to find green lumber 
is the black market. Somewhere be 
tween 65 and 80 per cent of south- 
ern pine is estimated to be selling 
in the black market. 


Ceiling violators are out for a 
quick profit. Green lumber is an 
easy way to get it. You are unlikely 
to have trouble with green lumber 
if you buy from a reputable source. 


April 27, 1940, AMERICAN LUMBERMAN 

















ROSBORO LUMBER COMPANY 


E. A. Carley, Sales Manager Springfield, Oregon 
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— Phone 8115 


NORTH CAROLINA 
MORE ORDERS WANTED -- 


KD FURNITURE DIMENSION STOCK 
CLEATS -- BATTENS 


With new and increasingly active sources of supply, we can now handle more orders alle: 
for reasonably prompt z Pat Send us omar orders and inquiries for regular To Mills: 
or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats 
and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and to reliable shippers. Our 
Douglas Fir Panels. business is growing con- 


We also handle commission business in Southern Pine, Western Pine, Spruce and stantly. You are invited 
Douglas Fir, including Douglas Fir Plywood. to contact us. 





We can give dependable, 
permanent representation 


Buyers looking ahead should contactus now on their future requirements. 


L. N. BAGNAL 





mm: )°) Sy KY / WINSTON-SALEM I, 
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EDITORS 


To the Editors: Enclosed herewith the Petition to 
the Congress of the United States, duly signed and if 
my signature will assist in the abolishing of the OPA, 
then I will feel I have aided in a worthy cause. 

It has been my observation and experience, that the 
OPA, like a blighting frost, withers and destroys 
everything with which it comes in contact. 

We are told each day by the powers that be, the OPA 
is necessary to hold down inflation, and yet we have in- 
flation in all its insidious forms. 

During the days of the NRA we were told that with- 
out it, the NRA, all business and industry would fall 
apart, that it was unpatriotic to criticize the actions 
of the NRA, that it with its countless codes and rul- 
ings was all that kept our nation from disintegrating, 
and yet with its removal by the Supreme Court the 
whole nation moved forward, and I am sure with OPA 
abolished, the greatest obstacle in the way of 
stimulation of production would be removed.—ALVA 
STRONG, Strong’s Mill, Garfield, Wash. 








Petitions Pile In 


To the Editors: Enclosed you will find names of six 
lumbermen who have signed for elimination of OPA 
controls with a view to eliminate black markets and 
increasing production which is extremely vital to our 
strained economy. 

We have repeatedly asked OPA for sensible controls 
but for some unknown reason they will not investigate 
why bottlenecks exist at their source and listen to some 
opinions from people long in the lumber industry. 

Trusting we can get back to where we can re-instate 
at least a portion of the 500,000 small business men’s 
businesses which OPA has forced to close up shop.— 
O. R. BRADFIELD LUMBER COMPANY, Tulsa. 


To the Editors: Enclosed find signatures of five 
wholesalers and commission men belonging to the 
Northern Ohio group of the National Association of 
Commission Lumbermen, I sincerely hope that we are 
not too late with these signatures, and also hope that it 
will do some good toward wiping out this abominable 
situation that we have in the lumber business.—FRED 
W. MOORE, Cleveland. 


To the Editors: After reading your March 30 issue 
and the article devoted to the proposed petitions to be 
sent to congress regarding the elimination of OPA 
(other peoples affairs) while there has already been 
too much talk on the subject and. too little action it is 
my opinion that if instead of fhe petitions to be sent 
in by the individual dealers, you were to prepare a 
blank that could be given to his customers by the deal- 
ers and signed by the customer, with the understand- 
ing that it was to be sent by the dealer to the congress- 
man representing the district, this would I believe have 
a more impressive effect than the signing of petitions 


.of dealers, who in the eyes of the planners, are business 


men and consequently not to be trusted. The thousands 
of names that could be accumulated in this way might 
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Facts About This Book — 


Size 81/, x 11 inches—36 pages. 
Plans have already been tried and tested. 


Most popular plans have been selected from orders 
previously placed by dealers. 


Reprinted from AMERICAN LUMBERMAN and placed 
in one book at the urgent requests of dealers. 


Selected for their design, construction, comfort, con- 
venience and livability. 


Actual Photographs—not mere dream sketches. 


Real Houses—all actually built for the modest price 
class. 


How to Order Copies — 

Address your order to House Plan Dept. of AMERICAN 
LUMBERMAN. Prices of the booklet are as follows: 

Single copies in less than 100, without 

imprint 50c each. 

In lots of 100 or more, without imprint, 

23c each. 

In lots of 100 or more with 3 line imprint 

of your name and address 25c each. 
Indicate in your order for imprinted copies, the 
exact THREE lines to imprint, as well as the 
quantity wanted. 


House Plan Book For 
Dealer Use Now Ready 


Contains 51 Most Popular and Prac- 
tical House Plans All in One Package 
—between two covers—To Be Used 
by Dealers for Advertising Promotion. 


In spite of the fact that AMERICAN LUMBERMAN has 
received hundreds of requests from dealers to reprint 
its house plans in booklet form, we have been unable 
to do this in the past couple of years because of the 
serious paper shortage. It takes a tremendous amount 
of paper to produce the thousands and thousands of 
booklets dealers need to redistribute to prospective 
home builders. 


Book of 51 Plans — NOW READY 


The presses are now rolling and turning out the book- 
let, entitled “PRACTICAL PLANS for MODERN HOMES.” 
Here is a house design book that will help you cap- 
italize on the huge volume of new home building now 
developing. The booklet has been so arranged that it 
definitely acts as your own advertising promotional 
piece. Your own name and address (3 lines) can be 
imprinted on the back cover—or if you prefer you can 
do your own imprinting—by type or rubber stamp. 


How to Use This Book 


Through the proper kind of advertising promotion this 
booklet will help YOU show prospective home buyers 
how YOUR organization can furnish dependable serv- 
ice in every phase of home building. Since this book- 
let is attractive, authentic, practical and offers con- 
structive help you can safely use any or all means of 
promotion — direct mail, newspapers, radio, window 
and counter display, as well as through your salesmen 
and other employees. 


Blue Prints and Specifications of 
Every Design Are Available 


Every house design shown in the booklet is an actual 
photograph—not a mere dream sketch. They have 
been selected for design, construction, comfort, con- 
venience, liveability. Blue prints and specifications 
can be furnished by AMERICAN LUMBERMAN for any 
design shown when orders are placed by DEALERS. 
Prices are very reasonable and as follows: 


1 set Blue Prints & Specifications...... $ 5.00 


me IE I ON ck ne sc nee ccc ooces 8.00 
3 sets same Plan. .. 10.00 
4 sets same Plan............... . 12.00 


All shipping charges are PREPAID by 


AMERICAN LUMBERMAN House Plan Dept. 


139 N. Clark St., Chicago 2, Illinois, U. S. A. 
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Manufacturers 
and Wholesalers 
OF 


YY SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 









WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension, 
Glued-Up Stock 


Carpenters’ and Special 
Mouldings 


Venetian Blind Slats, 
Rails and Fascias 


Ready -to-Assemble 
Furniture Parts 


Industrial Shook 


Remember, too, 


WE WHOLESALE 


Hemlock 

_; Douglas Fir 

. Sitka Spruce 
Ponderosa Pine 

and other West Coast Woods 


A CARLOAD QUANTITIES ONLY 


Address all correspondence 
to our Kansas City Offices 


‘oe 


Manviactorers and Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass‘n., National Wooden Box Ass‘n., Ponderosa Pine Woodwork, 
National-American Wholesale Lumber Ass‘n. 


West Coast Office: 910 Porter Building © Portland 4, Oregon 





LANE 


Trade Mark Reg. U. S. Pat. Off. 






SAW MILLS 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


88 
LANE MANUFACTURING CO. 


MONTPELIER, VT. 


years’ experience in building Saw 
Mills and woodworking machinery. 
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have some effect where the dealer signed ones would 
be regarded as the prejudiced opinion of people with an 
axe to grind. 

While we are herded like sheep the bureaucratic 
weavers continue to spin their web of red tape which 
will eventually strangle either themselves or small busi- 
ness. It is up to us the dealers to see that it is they 
who are strangled, and the only way it can be done is 
by the dealers with the help of the interested public. 
who are after all the ultimate sufferers from all the 
ills of government._JOHN GATES, F. N. Smith & 
Son, Cornell, Ill. 


Tileboard Applications 


To the Editors: On the front cover of your March 
16 issue you show putting up ceiling blocks apparently 
with cement. 

I have some work to be done and have been opposed 
to using furring strips. Now would it be practical to 
cement these blocks to the painted ceiling, and if so 
will you please advise the name of the cement that is 
used.—L. H. SCHMUNK, William Schuette company, 
Pittsburgh. 

Insulation tileboard can be applied to painted sur- 
faces if the surface is smooth, and there are no blis- 
ters or cracks in the paint. It is best to use the 


mastic recommended by the manufacturer of the tile- 
board. 


Ballots Keep Coming 


To the Editors: We enclose ballot from your March 
16 edition, and we wish to compliment you on your 
policy and presentation of industry problems of today. 

We also enclose copies of correspondence our local 
suppliers of lumber have been sending all Kentucky 
Congressmen and Senators and others interested.— 
FRANK E. BIBB, Moffat & Bibb, Louisville. 


65-Year Subscriber 


To the Editors: On my return find your document 
regarding renewal of my subscription to AMERICAN 
LUMBERMAN and wish to say it always is a pleasure 
to do so as I have been one of your regular readers 
and subscribers since 1879 or 1880. 

The first time I saw the original publication (then 
Northwestern Lumberman) was in 1876 when attend- 
ing the Centennial Exposition in Philadelphia. 

Wishing you continued success— WILLIS E. 
WATERMAN, Buffalo, N. Y. 


Practical Plan Booklet 


To the Editors: We want to take this opportunity 
to compliment you on the booklet you have gotten oul 
and enclosed with the last issue of AMERICAN LUMBER- 
MAN—Practical Plans for Modern Homes. The write: 
has seen a good many house-plan books gotten out 
but this is one of the best that has come to our atten- 
tion,—all new modern designs and practical homes that 
have been built—H. M. KRAMER, Cohasset Mill & 
Lumber company, Cohasset, Minn. 


To the Editors: In Section Two of the AMERICAN 
LUMBERMAN for March 30, we note that you have 
available blueprints and detailed working drawings of 
the houses listed. Would you please advise us what the 
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charge would be for a quantity of these prints. We 
were very much impressed with the information con- 
tained in this booklet and would like to be able to 
advise our customers concerning the details of con- 
struction._-L. G. NELSON, Wheeler Lumber, Bridge 
and Supply company, Norfolk, Neb. 


To the Editors: We are very impressed with your 
Practical Plans for Modern Homes which came with 
our AMERICAN LUMBERMAN magazine. 

Is it possible to have a number of these booklets, or 
any others with our firm name printed on covers? Also 
how much are the blueprints for these homes and are 
they available at all times?—D. N. RICE, Rice Lumber 
company, Shelburne, Vt. 

Thank you. Additional copies of the book Practical 
Plans for Modern Homes may be obtained. In lots 
of 100 or more with a 3 line imprint of name and 
address, 25 cents each; in lots of 100 or more without 
the imprint, 23 cents; single copies in less than 100, 
without imprint, 50 cents. Blueprints and specifica- 
tions of the houses are priced as follows: one set, 
$5; 2 sets, same plan, $8; 3 sets, same plan, $10; and 
4 sets, same plan, $12.—The Editors. 


Light Construction Courses 


To the Editors: Some issues past if I recall cor- 
rectly you gave a list of colleges who are including 
in their courses, subjects pertaining to construction 
engineering. 

I have a son, returned from military service and 
now in college who desires work of this nature and 
is unable to get it at the school he is now in. 

Will you kindly refer back to this issue or give me 
the information desired. Thank youu—GEORGE L. 
KLIPSTINE, Ansonia Lumber company, Ansonia, 
Ohio. 

Schools offering four-year courses in light con- 
struction are Alabama Polytechnic institute, Univer- 
sity of Minnesota, North Carolina State college, Mas- 
sachusetts Institute of Technology, Michigan State 
college, Rensselaer Polytechnic institute, University 
of Wisconsin, Georgia School of Technology, Oregon 
State college, New York State College of Forestry at 
Syracuse University, Oklahoma A & M college, Uni- 
versity of Oklahoma, Kansas State college, Kansas 
university, University of Idaho, Louisiana State uni- 
versity and Virginia Polytechnic institute. Schools 
offering two-year courses are Wentworth institute, 
Boston; New York State Agricultural & Technical 
institute and David Rankin Jr. School of Mechanical 
Trades, St. Louis. 


Plea to Manufacturers 


To the Editors: The situation of retail lumber 
dealers these days is really pathetic. For the past 
several years retailers have been getting along with 
very little lumber. They have been staying in business 
with the aid of manufacturers of other products. 

Because of the retail lumber dealers’ inability to 
obtain lumber, their demand for other products has 
been so great that maufacturers of other building ma- 
terials are sold ahead for some time. The retail lumber 
dealer is practically being forced out of the lumber 
business and into the substitute building business. 

Of course, eventually it won’t be the retail lumber 
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dealer who will suffer, for he will in due time have a 
pretty complete stock of building products. The lum- 
ber manufacturer however will have little reason to 
expect cooperation from retailers or to expect retailers 
to return to stocking lumber as their principal stock of 
merchandise. 

I sincerely hope that lumber manufacturers will 
start channelling their lumber through retail lumber 
yards, in all territories. The time will come when the 
industry will need the deaiers everyhere. 

Of course, I know it will be said the lumber manu- 
facturers are doing that now—with the limited pro- 
duction. Even though lumber production is not up to 
normal, it is however running into many millions of 
feet weekly. Retailers are reading those figures and 
asking, where is it going ?—-E. A. BLUNDELL, Milton 
Lower Mills, Mass. 





Mill Closes After 4 Years 


To the Editors: The writer has been in this busi- 
ness for forty-two years. We operated at a loss for 
the year 1945, but kept running until V-J Day, at 
which time the war was over. Under the unrealistic 
attitude of the OPA we found it impossible to operate 
our class of mill, so therefore, we are liquidating 
and quitting. 

The last move under order No. 94 is just as unre- 
alistic as any of the rest of them. It is wholly inade- 
quate to do any good against the black market, and 
will not increase production. We have come to the 
conclusion that there is only one answer to this whole 
proposition and that is to remove all OPA regulations 
on lumber. We think that is the only way we will 
ever get production._—_C. F. McKNIGHT, McKnight 
Lumber company, Kansas City. Mo. . 


Adopts Modern Store Plan 


To the Editors: Perhaps it will please you to learn 
that we are building our postwar home in accordance 
with your suggestion in Plan No. 3 in the January 19 
issue of AMERICAN LUMBERMAN. This plan suits our 
requirement to a ‘T’ in that we have a location on a 
heavily traveled highway leading into this city. 

We only made a few minor changes to your original 
plan, which are listed below: 

1. The men’s and ladies’ rooms were changed to the 
left of the lounge in order that glass block could be 
installed in the rear of the lounge for lighting same. 

2. The entrance to the men’s room was changed to 
open in the place where the “Spot Display” appears on 
the plan. 

3. The size of the building was increased to 100x50, 
as we felt that to be ideal it needed to be this size. 


4. A balcony was included in the plan to extend out 
even with the outer edge of the general office and all 
the way across the building. This was done to accom- 
modate our parent company, Edmonds Brothers Lum- 
ber company, with offices. 

5. Plate glass is to be installed on the left side of 
the building as this was necessary on the particular 
location we have. 

In spite of the few minor alterations we have made 
in your plan, we do want to congratulate the origi- 
nator, and kindly ask that any suggestions you or he 
have to make will be greatly appreciated by us.— 
ALLEN B. EDMONDS, Edmonds Brothers Supply 
company, Bristol, Tenn. 
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Alcoa Aluminum Roofing Sheet 


No one knows better than you'dealers how easy it is to sell aluminum 
roofing. Tell a customer that here’s a roofing which can’t rust or rot 
—that it doesn’t need painting—and he wants it right now. 

There’s the rub—seems like everybody wants aluminum roofing 
right now. That’s why today’s production doesn’t equal. demand. 

Millions of feet of Alcoa Aluminum roofing sheet have been pro- 
duced. More is on the way. 

Meanwhile, even though you can’t satisfy all your customers at 
once—don’t let them forget the advantage of aluminum roofing. If 
they can wait—they’ll be glad they did. ALUMINUM COMPANY OF 
AMERICA, 1723 Gulf Building, Pittsburgh 19, Pennsylvania. 


Look at the Advantages 
You Can Offer 


e Can't Rust 

e Needs No Paint 

e Light to Handle 
Fire Protection 

e Cooler Buildings 

-@ Good Looking 

e Light Roof Load. 
Excellent for Siding 
Economical Cost. ° 
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OPA'S LUMBER BLACK MARKET HAS BECOME A NATIONAL SCANDAL 


OPA’s lumber black market is flourishing in the South at a rate that is encouraging 
participation by all sorts of profiteers and fly-by-night shady deal artists. It is perverting 
business men who have always been law-abiding citizens and substantial taxpayers. In the 
midst of one of the biggest building booms ever experienced, legitimate retail lumber deal- 
ers operate with empty lumber sheds while truck load after truck load of black market 
lumber passes their premises daily for construction projects which lumber dealers would 
ordinarily supply with building materials. The black market has been growing by leaps 
and bounds and has now reached the stage where correction under the present system is 
out of the question. Some of the results of a survey by American Lumberman editors is 
presented elsewhere in this issue. 


While Washington planners argue about allocation of materials, house building goals 
and easy credit for veterans, GI's in the South are being taken for one of the most expen- 
sive home building investment rides ever dreamed of by any racketeer. At the same time 
lumber dealers who have paid taxes of all kinds, made the usual civic and municipal con- 
tributions of time and money, and whose investments and efforts went all-out to win the 
war, are being circumvented in every conceivable manner by builders in the South. An en- 
tirely new method of lumber and building material distribution is rapidly developing in the 
black market areas, with a new group taking the lead, not only at the expense of the legiti- 
mate dealers, but at the expense of the public who are paying fabulous prices for low quality 
materials and shoddy construction. 


Even the most optimistic advocates of the elimination of price control realize that what- 
ever Congress does to the Price Control Act in extending it, the ceilings on lumber and build- 
ing materials will be with us for an indefinite period. It is conceivable that as time passes 
and OPA consistently refuses to act realistically regarding building material prices, the black 
market will not only grow in area covered, but in the number of materials involved. 


The flagrant and open violations of ceiling prices on lumber in the South is ample proof 
of the futility of OPA’s present policies. It behooves every retail lumber dealer in the United 
States, regardless of where he is located, to take cognizance of the serious implications of 
conditions now prevailing in his industry in more than one-third of the Nation. It is a ques- 
tion of fighting for survival of his business. Obviously some change must be forthcoming 
soon or OPA will be responsible for disrupting the entire building industry, destroying 
economy and quality in construction and delaying indefinitely the all-out home construction 
program so badly needed. 


If the Office of Price Administration's influence cannot be eliminated entirely from build- 
ing materials, and it does not appear likely that it can, then the weight of every segment of 
the industry must be aimed at adjusting ceilings to discourage black marketeers. The lumber 
manufacturing industry should be as active in this phase of the fight as the retailers, for the 
large concerns, with too much to lose to risk law violations, will then be working to preserve 
one of their greatest markets. Unless OPA can be cleaned up enough to obtain reasonable 
administration of the Price Control Act on building materials, legitimate, law-abiding dealers 
will see more and more of their markets absorbed by black market operators who will with- 
draw as soon as the honeymoon is over, leaving the legitimate industry to live down their 
malodorous practices. 
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Your Woodworking Shop 





Power driven portable saws, 
sanders, planers and drills 
form the nucleus of any effi- 
cient woodworking shop 
offering pre-cut service to 
customers. 





Second in a series of articles in 
American Lumberman dealing 
with woodworking shops of the re- 
tail lumber yards. 


Is Only As Good As Its Tools 


HE PREVIOUS article in this 
series on the woodworking 
shop in the retail lumber yard dis- 
cussed the advantages to the re- 
tail dealer in establishing the shop, 
how he can thus serve his custom- 
ers better and make bigger profits. 
These shops, if planned and run 
properly, can be of tremendous help 
to the dealer through increased 
lumber and building material sales 
as well as a real service to the cus- 
tomer in helping him to build more 
quickly and more efficiently. Ob- 
viously, however, a woodworking 
shop can only be as good as the 
quality of its equipment and the 
skill of its sawyers. 

Saws, drills, sanders and other 
woodworking equipment should not 
be installed haphazardly and with 
little or no advance planning. Wood- 
working shop layouts vary widely 
according to the geographic loca- 
tion of the yard, the most profitable 
items demanded by the customer, 
whether the shop in question serves 
an urban or a rural community and 
numerous other considerations. 


Tools Needed in Shop 
There are certain standard tools, 
however, that ought to be included 
in every well-equipped woodwork- 
ing shop and one in particular that 





Photos with this article courtesy of Delta Manufactur- 
ing company, Equipment Engineering company, Porter 
Cable Machine company, American Sawmill Machinery 
company and DeWalt Products corporation. 
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is a must. This is the radial saw. 
This highly flexible tool, together 
with its accessories, actually makes 
a woodworking shop in itself. 

A complete set of accessories of 
the radial saw include abrasive 
discs, dado head, combination 
blade, cross cut blade, rip saw, hol- 
low ground mitre saw, shaper cut- 
ter, cove and bead cutters, sash and 
cabinet cutters, and boring bits. 
Other tools that might well be 
added to give the shop a still higher 
degree of efficiency and quality of 
production include the electric door 
plane, high speed power drills and 
the portable power driven saw. 

The radial saw, when kept within 
its horsepower capacity, can be 
used in any position with satisfac- 
tory results. Its real utility value 
lies in the fact that it is capable of 
being instantly converted from 
cross-cut to rip to shaping or dado- 
ing. These varying pre-cut tasks 
are accomplished through quick and 
easy interchanges of the specific 
type of blade or abrasive disc 
needed. Flexibility such as this 
creates new cutting methods that 
are extremely effective in reducing 
costs, saving labor, increasing pro- 
duction, saving space and improv- 
ing shop layout. 

Among the most typical of the 
various jobs a good radial saw can 
accomplish with simply a blade or 


April 27, 


an abrasive dise conversion are: 

1. Grooving and rabbeting jobs 
with the dado head. 

2. Fast cutting of plywood, ve- 
neer and other panel boards with a 
combination blade. 

3. Easy cutting through asbestos 
board, tile or transite with the saw 
and abrasive disc combination. 

4. Handling 45 degree angle hip 
rafter cuts and valley and jack 
rafter cuts. 

5. Cutting old flooring. 


6. Cutting stair stringers or 
notching timbers. 
This six-way flexibility takes 


care of peak volumes on any par- 
ticular operation with the result 
that there is a definite reduction 
of material handling and of floor 
space required. Any really efficient 
radial saw will adjust to the spe- 
cific lumber cutting job and not 
force the operator of the machine 
to adjust the material to the saw. 
As soon as present lumber short- 
ages ease up, radial saws, power 
drills, sanders and electric planes 
will enable the retail lumber dealer 
to swing into a pre-cutting pro- 
gram plus a second and subordinat- 
ing program for utilizing off-grade, 
shorts and scrap lumber by taking 
a few cuts with the radial saw, 
driving a few nails and selling the 
item as a finished product. As for 
the pre-cutting program in the 
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yard’s woodworking shop, the pro- 
duction of studs, rafters, bridging, 
joists and stair parts will prove the 
radial saw an invaluable addition, 
particularly so when once the na- 
tion’s gigantic home building pro- 
gram gets under way. 


Power Planes and Drills 


Door and sash fittings can be ac- 
complished speedily with one of the 
new models of improved power 
driven door planes now on the mar- 
ket. This tool is designed for a 
more accurate method of fitting 
sash, transoms, doors for planing 
surfaces up to 2% inches wide. 
A good spiral cutter can plane any 
type of wood either with or across 
the grain and will leave a smooth, 
clean finish that does not require 
further scraping or sanding. 

With this type of electric door 
plane an experienced woodworker 
can plane and fit ten times as many 
qoors during a day’s work as he 
formerly could with only a manual 
plane. And he can do the job bet- 
ter and faster. These new planes 
can be set to a predetermined bevel 
and are capable of hair-breadth ad- 
justment of cutting depth up to 1% 
of an inch during operation. They 
usually come complete with the 
spiral cutter plus grinding attach- 
ment and wheel. 

The latest type of high-speed 
drills possess a compact, stream- 
lined and lightweight design to 
make them ideal for continuous use, 
especially in close quarters drilling. 
Constructed of improved materials 
developed during grueling wartime 
requirements, they are built to 
eliminate costly repairs and annoy- 
ing failures that were so frequent 





Sanders, both portable and stationary, are important accessories in any good wood- 
working shop. 


in before-the-war construction jobs. 

One of the new drills, for ex- 
ample, has a 3-jaw geared type 
chuck threaded to spindle, with the 
chuck key permanently attached to 
the electric cord where it can’t be 
lost. The trend seems to be to- 
ward housings of die cast alumi- 
num alloy to give the woodworker 
a drill that is exceptionally strong 
and of the lowest possible weight. 


Portable Power Saws 
Portable power saws and electric 
hand sander-grinders are also 
important adjuncts to the retail 
lumber dealers’ woodworking shop. 
Tools such as these, however, be- 
long more properly to a discussion 
of the advantages of using port- 
able power tools on the building 
site. They will be covered in the 

third article of this series. 
Now that the various tools 
needed in a well equipped woodwork- 
ing shop have been described, it 


might be well to return to the 
nucleus of the shop—-the radial 
saw. Since this is such an impor- 
tant tool, yard operators cannot 
be too careful in the determination 
of a radial saw purchase. In the 
design and engineering of a mod- 
ern radial saw there are six factors 
considered and each requires an 
extremely careful check and demon- 
stration before purchase. These 
include power, cut, flexibility, de- 
pendability, safety and accessories. 

Naturally, sawing takes power— 
and plenty of it. Every good saw, 
whether radial or portable, should 
have a reserve capacity to take the 
tough spots in the lumber without 
overheating or slowing up. The 
depth of a saw’s cut should be. the 
maximum possible with a_ given 
blade diameter and backed up with 
sufficient electrical and mechanical 
strength to do the job. 

Flexibility in a saw is its ca- 


A good radial saw, one of the most. versatile cutting instruments, is good for grooving and 
rabbeting jobs, fast cutting of plywood, asbestos board, tile or transite, in addition to cutting 


and ripping. 
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pacity for performing a wide va- 
riety and range of woodworking by 
making a few quick, easy adjust- 
ments. Dependability in the saw 
can be gained only if the yard man- 
agement and the skilled woodworker 
are certain that the manufacture 
and assembly of the cutting tool 
are up to precision standards with 
closely controlled quality materials. 

Safety, discussed in greater de- 
tail later in this article, is always 
an extremely important factor 
wherever saws are used. Unless 
there is maximum guard protec- 
tion for the blade at all times, and 
a trigger switch of the instant-re- 
lease type, there can be no lasting 
safety in the use of the particular 
saw at hand. Lastly, always be 
sure there is a complete line of ac- 
cessories to help in doing the many 





kinds of woodwork jobs in many 
different materials efficiently and 
economically. 
Keeping Blades Sharp 

Naturally, it is especially impor- 
tant in saw maintenance to keep the 
blades sharp at all times. No one 
has yet discovered a way to obtain 
fast economical woodworking with 
smooth cuts through the use of dull 
blades. A dull blade overloads the 
motor and mechanical parts, uses 
up electricity unnecessarily, slows 
up the work and makes a tearing 
cut. Make it a habit to inspect 
each saw as it comes from the man- 
ufacturers and always study the 
tooth construction of the new saw 
blade before any resharpening 
process is started. A magnifying 
glass under a good strong light 
helps tremendously in this tooth 





Portable power saws are as valuable outside as inside the shop. All that is required is an 
electrical outlet. 
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study. Here are a few tips tor saw 
maintenance: 

1. When sharpening saw teeth 
always maintain the original set of 
the teeth (clearance, gullet depth 
and contour), keeping these uni- 
form for the entire circumference 
of the blade. 

2. Don’t run dull saws. 

3. Don’t run saw with more 
swage than is needed for proper 
clearance. 

4. Don’t use poor grinding 
wheels that glaze or fail to hold 
their shape. 

5. Don’t run a saw with teeth 
of uneven length or with thin backs 
or points. 

6. Don’t fail to have good lights 
on your work. 

7. Don’t use a sharpener that 
will not feed or grind evenly. 

8. When sawing, don’t use 
straight edges that are not straight. 


Abrasive Discs 

When using abrasive discs be 
sure the clamp washer is drawn 
down tight to prevent the disc 
from slipping on the arbor. Don’t 
force the abrasive into the work. 
It is the speed of the disc that does 
the cutting and in this way there 
is minimum wear on the disc. 

Forcing the disc will slow it 
down, resulting in a wasteful rub- 
bing action instead of a fast cut- 
ting action. For effective cutting, 
abrasive discs are usually made 
only ¥ inch thick and will break if 
allowed to bind in a cut or used 
carelessly. 


Use the Correct Accessories 

Using the correct accessory for 
the job at hand is the sensible and 
economical way to do better wood- 
work in less time. Generally speak- 
ing, saw blades may be used on any 
non-abrasive material that is softer 
than the blade itself. This includes 
non-ferrous metals such as soft cop- 
per, lead and aluminum. When it 
becomes necessary to cut hard 
ferrous (iron base) metals and 
other hard materials such as stone, 
ceramics, asbestos-cement compo- 
sition, tile and slate, abrasive discs 
should be used. When equipped 
with a saw blade and the abrasive 
disc, any really efficient radial saw 
is capable of cutting practically 
every building material known. 


Oiling the Saw 


Proper lubrication of saws is of 
vital importance not only for the 
efficient maintenance of the saw it- 
self but for the steady output of 
precision cutting in which neither 
quality nor quantity suffer. Use 
only lubricants especially meant for 
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Overall picture of a small modern woodworking shop. In the right foreground is a drill press, 
a valuable item of shop equipment. 


power saws. Any good specialized 
oil whether fluid or light grease in 
tubes should half cover the worm 
gear housing when the saw is held 
in a horizontal position. Always 
study carefully the special oiling in- 
structions affixed to the radial saw 
at the time it was purchased. The 
various makes of radial saws differ 
somewhat in proper oiling methods 
and points. 

Always flush out gear housings 
with good grease solvent before re- 
filling with fresh lubricant. The 
ball bearings in all saws are per- 
manently lubricated. A_ sufficient 
amount of oil is always sealed in 
at the factory to last the life of 
the bearings. 


Maintenance on Electric Motors 

Power driven radial saws, drills, 
sanders and planers are usually 
driven by electric motors. These 
efficient little power plants must 
have plenty of Gare in their own 
right. In an inventory check on 
electric motors, four classifications 
are usually used: (1) O.K. as is, 
(2) Needs repair or new parts, 
(3) Will shortly require replace- 
ment, and (4) Needs reapplication. 

The most important things to 
watch out for in electric motor 
maintenance are whether the mo- 
tor has been overloaded, number of 
hours in use per day and whether 
the motor has stood idle to collect 
moisture and dirt. 

It is important to check the mo- 
tor while in operation. The first 
check should be on power line volt- 
age and frequency, and a compari- 
son made against the voltage and 
frequency listed on the tool’s name- 
plate or instruction manual. An 


r.p.m. check can be made by a hand 
revolution counter. To do so, the 
cap is removed, the counter is held 
against the end of the shaft and a 
timed reading is made. This read- 
ing is then checked against the 
name plate reading. 

Excessive hum may be caused by 
an uneven air gap, loose lamination 
or an unbalanced rotor. Correction 
is made by replacing the bearing. 
Excessive vibration is often caused 
by misalignment between shafts of 
the motor and the driven machine, 
or through transmission of vibra- 
tion in the driven machine directed 
toward the motor. 

Running the motor disconnected 
will locate the difficulty. Vibration 
following repair may be caused by 
an out-of-balance rotor, while rapid 
knocking may be caused by incor- 


Highly specialized work is done by the band, 
right, and jig saws, below. 
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rect axial adjustment for float, es- 
pecially if the knocking follows mo- 
tor re-assembly. 

It should be noted that all mo- 
tors built during the war contain 
a minimum of critical materials. 
Motor shortages during the war en- 
couraged mis-applications and as a 
result name-plate ratings were ig- 
nored. For these reasons, a war- 
made motor requires special check- 
ing. 


Safety Factors in the Shop 


Most yards have at least one rip 
saw for light work. Where a rip 
saw is maintained it should be 
equipped with a splitter and hood 
guard, always kept in place. The 
bottom of the saw should be pro- 
tected and all belts fully covered. 
Only an experienced man should 
operate a rip or radial saw and he 
should be responsible for seeing 
it is kept sharp and_ properly 


swaged. For this reason, it might 
be advisable to lock the electric 
switch box to prevent any unau- 
thorized use of the saw. 
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Choosing Correct Flooring Material 


HERE IS NO universal floor- 
ing material for farm service 
buildings. Requirements will vary, 
depending upon what the building 
is used for and the conditions under 
which it must serve. In some build- 
ings rodent protection comes first; 
in others a warm surface for ani- 
mals to lie on is essential. Ease of 
cleaning and resistance to destruc- 
tive acids are often most important. 
While there is no ideal material 
for many farm conditions, there are 
many types of floors that can be 
used with success. One such floor- 
ing is concrete. It is used for prac- 
tically all types of farm buildings. 
When made from a rich mix, prop- 
erly laid and cured, it offers good 
protection against rodents, is du- 
rable for most uses and not difficult 
to clean. It does, however, conduct 
animal heat away so rapidly that 
many people feel it is necessary to 
place an insulating material over 
the concrete in cold climates. 


Insulation 


To insuiate concrete floors, dairy 
farmers have used cork brick, as- 
phalt impregnated insulating board, 
rubber mats and mastic flooring in 
the stalls. While all of these prod- 
ucts have made the stall warmer, 
none has really enjoyed acceptance 
and health authorities object to 
most of them. The asphalt products 
are either softened by the acids 
present in barns or are gradually 
broken up by the hoofs of the ani- 
mals, becoming unserviceable in a 
short period of time. Cork bricks 
wear out quickly and loosen as the 
asphalt binder softens. 

Insulating concrete from below 
has been tried in many areas. Hol- 
low tile laid over a cinder fill is fre- 
quently recommended for a warmer 
floor, but experience proves that 
while it makes a drier floor, it does 
not necessarily pfovide a warmer 
one. A large scale duck farmer in 
Long Island has found an ideal so- 
lution to his problem of cold floors. 
His new duck house has radiant 
heating in the floor. He claims while 
the first cost is high, it is profitable 
as the mortality rate has dropped 
considerably, ducks mature faster 
and at today’s prices the savings 
pay for radiant heat. 

In Iowa, Carl Clath is using ver- 
miculite concrete for his poultry 
house floor. This insulated con- 
crete is made by mixing three parts 
vermiculite aggregate with one part 
portland cement. With vermiculite 
concrete it is best to lay the mix- 
ture so a finish coat of regular 
cement can be trowelled over it 
while the mix is still wet. By fin- 
ishing this way, the surface will be 
smoother and harder; cleaning will 
be easier. 
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for arm Buildings-- By J. F. SCHAFFHAUSEN 


Unless the building site is excep- 
tionally well drained, it is always 
wise to place concrete on a well 
tamped fill of cinders, gravel or 
crushed rock. Overlay the tamped 
fill with well lapped sheets of as- 
phalt roofing before laying the con- 
erete. This will ensure a drier 
floor, inexpensively. A one-course 
floor made with a 1:24:31 mix is 
satisfactory for most farm work. 
Where a non-slip surface is needed 
for feeding floors or animal pas- 
sageways, the concrete should be 
finished with a wood float as a steel 
trowel makes a smooth surface that 
is slippery when wet. For small 
buildings, where the traffic will be 
light, 4-inch thickness is sufficient. 
But where heavy equipment is used, 
or tractors drive over it, five to six 
inches of thickness is needed. 

Wire floors have been used suc- 
cessfully for poultry and calves. The 
wire mesh is either attached to 
wood frames on the farm or pur- 
chased ready to lay over existing 
concrete floors. By keeping the 
birds and the calves a few inches 
above the regular floor on an ade- 
quate supply of bedding, there is 
less danger of their catching cold. 
Because the bedding remains clean- 
er, the disease hazard is less. 

The mesh most frequently used is 
one to *4 inch. When stretched over 
spans four feet wide, it is best to 
stretch No. 9 wire at distances of 
four or five inches apart over the 
frame in both directions under the 
mesh, for extra reinforcing. Three 
hundred pound calves will not sag 
this construction seriously. 

Floors made of asphalt mixtures 
are not generally satisfactory for 
farm buildings, except where they 
are not subjected to constant accu- 
mulations of urine and the digging 
of animal hoofs. The acid resistant 
asphalt flooring is satisfactory if 
correctly installed; some dealers 
have found it difficult to get this 
type of flooring laid by competent 
contractors in the country at a rea- 
sonable price. Asphalt surfacing is 
ideal for driveways and barnyards 
if the animals are fenced off it. 

Wood is the best material for 
flooring in moveable farm buildings 
and on mow floors. Hardwoods 
make more durable floors than soft- 
woods. Nevertheless large quanti- 
ties of softwoods are used for 
flooring. Farmers find softwoods 
quite satisfactory when vertical 
grain stock is used. Wood for floor- 
ing should be properly cured to pre- 
vent excessive shrinkage; where 
possible, only narrow widths should 
be used. 

For portable buildings, wood 
flooring should be pressure treated 
with chemical salts so it will resist 
decay and insects. 
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Three speakers who contributed in large measure to the 
success of the discussion period. Top: W. H. O’BRIEN, 
trade promotion manager, Southern Pine association. 
Left: L. G. RIECKE, president, Southern Sash & Door 






Jobbers association. Right: FLOYD PENDLETON, vice 
president, Lumber Dealers Association of Ohio. 


EGISTRATION totalled ap- 

proximately 300 at the 26th 
annual convention of the Louisiana 
Building Material Dealers associ- 
ation, held at the Jung hotel, New 
Orleans, March 20-21. On several 
occasions during the two-day meet- 
ing the Office of Price Administra- 
tion was under fire, and it was 
clear that the Louisianians, like 
most lumber dealers throughout the 
Nation, favored complete elimina- 
tion of OPA. 

Despite this strong current of 
anti-OPA sentiment, however, the 
convention was unique in that it 
passed no resolutions. The chair- 
man expressed the opinion that a 
formal resolution could not possibly 
be so effective as communications 
from individual members to their 
Congressmen, and the majority of 
delegates seemed to agree. 

Lloyd C. Clanton, Shreveport, 
was elected president and succeeds 
Gilbert E. Derouen, Lake Charles. 
Other newly elected or re-elected 
officers of the association are: E. 
G. Boh, New Orleans, first vice 
president; J. Frank Carroll, Alex- 
andria, second vice president; 
George E. Knoop, New Orleans, 
treasurer, and R. Needham Ball, 
Baton Rouge, secretary-manager. 

New directors of the group are: 
Frank R. Burnside, Newellton, rep- 
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resenting the northeast district; 
David H. Nichols, Haynesville, 
northwest district; Sidney Berth- 
eaud, Opelousas, central district; 
E. B. Oulliber, Slidell, southeast 
district; Gilbert E. Derouen, 
southwest district, and J. Frank 
Carroll, member-at-large. 


APPLIANCE SALES 


Merchandising highlight of the 
convention was a presentation by 
Ralph W. Carney, sales manager, 
The Coleman company, Wichita, 
Kan. Mr. Carney, who regularly 
holds a three-day sales training 
course for Coleman dealers, con- 
densed the material from that 
course into a fast-moving two-hour 
program. 

Carney divided all lumber dealers 
into three categories: 1) those 
who already sell appliances; 2) 
those who will never sell appliances, 
and 3) those who are undecided at 
present. In attempting to sell his 
audience on the wisdom of handling 
such merchandise he traced the 
evolution of the lumber yard to a 
complete department store of home 
supplies and said: “Sell not only 
the floor, walls and roof, but also 
the things which go into the house 
to make it a home.” 

New forms of competition, the 
speaker contended, offer sufficient 
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inducement for the lumber dealer 
to enter appliance selling. Mail] 
order houses are selling building 
materials. One department store in 
the Southwest is selling nearly 50 
thousand dollars worth of insulation 
per month. To combat this en- 
croachment dealers need new, 
profitable lines. 


To clinch his argument Carney 
used the example of a house selling 
for $6,000. “About half of that is 
for materials.” he asserted, “and 
the dealer’s profit is about $500 to 
$600.” He pointed out that a 
“fundamental appliance package” 
for that house (heating plant, 
range, water heater, radio, etc.) 
would cost the consumer about 
$1,000. It can be sold at little addi- 
tional overhead because the dealer 
is already in contact with the cus- 
tomer. Profit on the $1,000 is $350 
to $400, but “the net profit is as 
great as that realized from all of 
the building materials in the 
house” said the speaker. 


Mr. Carney warned that a service 





£. G. BOH, Frercihs Lumber company, New 
Orleans, was elected first vice president of 
the association. 
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Discuss Appliance Merchandising 


Nearly 300 building material retailers study new 
selling techniques and legislative problems at the 
group’s 26th annual convention in New Orleans 





department was essential to suc- 
cessful appliance merchandising but 
emphasized that lumber dealers 
were in a stronger position to oper- 
ate such a business than most other 
types of retailers. 

Swinging from his introduction 
into actual selling techniques, Mr. 
Carney impressed his audience with 
a program jam-packed with power- 
ful salesmanship. 


DISCUSSION PERIOD 


A discussion period, originally 
planned so that dealers would have 
an opportunity to hurl questions at 
a board of experts, really warmed 
up when several of the experts 
blasted at OPA and government 
housing schemes. After that there 
were few questions from the floor, 
but the dealers listened attentively 
and appreciatively as the speakers 
analyzed current problems of the 
industry. The panel of experts in- 
cluded J. D. McCarthy, secretary, 
Illinois Lumber and Material Deal- 
ers association; Floyd Pendleton, 
vice president, Lumber Dealers 
Association of Ohio; E. G. Gavin, 





GEORGE E. KNOOP of Otto Knoop Lumber & 
Realty company, New Orleans, was elected 
treasurer. 


editor, American Builder; L. G. 
Riecke, president, Southern Sash 
& Door Jobbers association; W. H. 
O’Brien, trade promotion manager, 
Southern Pine association; Ben L. 
Johnston, executive committee 
member for the southeastern area, 
CPA Industry Advisory committee. 
Wade Sutton, local FHA adminis- 
trator, was also on hand to explain 
FHA’s part in the HH priority 
set-up. 





OTHER TALKS R. NEEDHAM BALL, Baton Rouge, is secretary- 


manager of the Louisiana Building Material 


President Derouen opened the _ Be 
Dealers’ association. 


convention with his yearly report. 
Other speakers at the first after- 
noon session were F. Lisle Peters, 
a director of the National Retail 
Lumber Dealers association, who 
spoke on Promotional Programs of 
the National Association, and Roy 
Wenzlick, real estate analyst of St. 
Louis, who has been prominent on 
many convention programs this 


Charles T. Evans, vice president, 
Arkansas Power & Light company, 
Little Rock. 

Dr. George S. Benson, president, 
Harding college, Searcy, Ark., 
brought a stirring message titled 
America in the Valley of Deci- 
sion. 

W. M. Steinbauer, secretary-man- 
ager at that time of the National 
Door Manufacturers association, 
spoke on Modular Standards—The 
New Construction Technique. 


vear. 

The annual banquet was held 
Wednesday evening. It featured an 
excellent floor show and a talk on 
Side 


The Lighter of Life by 





LLOYD C. CLANTON of Shreveport was 
elected president of the association for the 
ensuing year. 


J. FRANK CARROLL, second vice president, is 
from the Carroll Lumber company of Alex- 
andria. 
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The Bootleggers Are Back! 


Southern lumber black market ruinous to legitimate, tax-paying retailers, 
who, with empty lumber sheds, fight to participate in one of biggest build- 
ing booms ever experienced—while black market operators are supplying 
millions of feet of lumber at prices 50 to 100 percent above OPA ceilings. 


HERE IS a new expression being used widely in 
the nation’s retail lumber industry, especially 
throughout the southern lumber producing area. It 
is legitimate dealer and denotes the well established, 
ethical retail dealer who will not participate in black 
market lumber activities. With thousands of small 
peckerwood mills turning out millions of feet of lum- 
ber all around them, legitimate dealers are forced to 
do what business they can with practically empty 
lumber bins because the output of the small mills is 
going into black market channels and larger opera- 
tors who obey restrictive OPA price ceilings have 
curtailed production to a narrow line of profitable 
items that do not include ordinary yard lumber. 

In the midst of one of the biggest building booms 
ever experienced in east Texas, legitimate lumber deal- 
ers observe truckload after truckload of black market 
lumber passing their yards daily going to construction 
projects in their trade areas, while they cannot parti- 
cipate in this building boom because to do so would 
mean violation of the nation’s laws. Old-established 
dealers have too much to lose to risk participation in 
black market activities. Truckers, small contractors 
and fly-by-night individuals have invaded the building 
field in the South to cash in on one of the biggest 
bonanzas that ever presented itself to the gambler 
and shady-deal expert. The great majority of these 
people never dealt in lumber before in their lives but 
today they are filling the demand for construction of 
thousands of homes, theatres, churches, store build- 
ings, race tracks, night clubs, etc. Homes are being 
built of lumber that is green, below grade and poorly 
manufactured, but lumber that is selling at from 50 
to 100 per cent above legal OPA ceiling prices. A 
good example is oak flooring. The legal price on No. 
1 is about $140 per thousand, but black market opera- 
tors are selling it for from $200 to $300 per thousand 
to builders who are putting it in houses for sale to 
war veterans. 

Legitimate dealers for months have told Office of 
Price Administration authorities of what was hap- 
pening and the rapidity with which it was growing 
but the situation has reached the stage where it is 
completely beyond any possibility of correction by 
OPA. Legitimate dealers generally agree unless OPA 
ceiling prices on lumber are removed the black market 
will continue to grow and gradually spread into more 
and more areas. Many lumber dealers have been 
forced to participate in black market activities in order 
to survive. With them, it is either a question of being 
driven out of business because lumber is going into 
projects in their areas ‘through black market channels, 
leaving them without sufficient volume to maintain an 
establishment, or taking a chance on “going black 
market” and gambling that the OPA enforcement 
division will not catch up with them. 

As far as legitimate lumber dealers throughout the 
South are concerned the situation is rapidly becoming 
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intolerable. Those who have sufficient capital to sit 
by and watch the situation are getting along with 
very little to sell and devoting most of their efforts 
to convincing Washington how unjustified and ruinous 
to them and to the morale of business such methods 
have become. Those who do not have the backing of 
capital to meet overhead without something to sell, 
or who want to keep volume up in spite of what is 
going on, are spending all their time finding items to 
sell legitimately—and those items run to building ma- 
terials other than lumber because there is little lum- 
ber that can be purchased legitimately. 


If the present widespread activities in black market 
lumber continue in the southern area, those dealers 
who have thus far refused to participate illegally will 
either be forced to go on a black market basis or make 
some radical changes in their historical merchandising 
practices, such as taking on new lines and expanding 
activity in other lines they already have that can be 
handled profitably. There are numerous large films, 
some of which have been in existence through two or 
three generations, equipped to stock from a million 
to two million feet of lumber, that today do not have 
enough lumber in their sheds to build one complete 
home while black market truckers are hauling lumber 
past their yards to home building projects where the 
houses that the legitimate dealer should be furnishing 
materials for are being built in large numbers. 


Obviously the black market operators do not pay 
taxes or support community and civic activities like 
the legitimate dealers. The millions that are being 
accumulated by illegal traffic in lumber in the South 
will not be filed on income tax returns and the tax 
payments made to the government. The majority of 
the black market participants do not have a permanent 
business location, hence they cannot be taxed as the 
legitimate dealer can. Neither do they make their 
contributions to the Red Cross, the Community Chests, 
the Chamber of Commerce funds or other humani- 
tarian movements that well-established, ethical busi- 
ness concerns willingly make in every community. 
Operators in the lumber black markets are not inter- 
ested in abolition of OPA or in enforcement of the law 
any more than the prohibition era racketeer or speak- 
easy operator was interested in repeal of the Eigh- 
teenth amendment. In most sections of the yellow 
pine section of the South the black market lumberman 
is having an easier time of it than any bootlegger 
ever did under prohibition and making more money 
because the deals are in much larger sums and better 
margins of profit. There are no police or federal 
officials to pay hush money to as yet in the lumber 
black market. The Office of Price Administration 
made an effort to have the Texas Rangers stop trucks 
on the highways hauling lumber to question drivers 
and determine the source of the lumber, but the Texas 
Rangers refused to become parties to such practices. 

The maladjusted OPA price ceiling. structure on 
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lumber is not only causing a national scandal in black 
market lumber activities, but is forcing some of the 
poorest quality construction on the public at fantastic 
prices that this nation has ever experienced. While 
legislators and bureaucrats argue about low-cost hous- 
ing and channeling building materials into housing 
for veterans, those same veterans are being taken for 
one of the most expensive rides in home investment 








, VOTE HERE— CHECK ONE SQUARE ONLY! 


| believe the Office of Price Administration and all 
its controls should be licked out completely as of 
June 30, 1946, at which time its existence, under vw 
law, is scheduled to terminate. ae | 


| believe that the existence of OPA, in essentially its 


= form, must be extended beyond June 30, 2 


I believe that OPA in its present form should be 
abolished by June 30, 1946, but that a few essential 
price controls must be retained beyond that date, 


(If you check this one, please write here th + 
which you believe should be nds a 103 


NAME 
FIRM 


ADDRESS 


| would be willing to sj 
checked above: YES 





petition in support of my views as 
No 386 


Mail this ballot to the editors today! 








What the retail lumber industry thinks of OPA regulations 
which create a favorable climate for growth of the black 
market is revealed by this ballot. A representative cross 
section of lumber dealers (443 of them from all over the 
Nation) filled out and returned this ballot, which appeared 
in the March 16 issue of AMERICAN LUMBERMAN. Total 
returns as tabulated here reveal that more than 76% ask for 
complete abolition. Less than one-half of 1°% want OPA re- 
tained as is. The balance want OPA profoundly reformed 
but believe a few controls (rent, food, clothing were most 
often mentioned) should be retained. 











that could ever be conceived by the wildest-eyed 
bureaucrat. The building industry in some sections 
of the South, especially southeast Texas, is rapidly 
being convinced the housing emergency in that trading 
area will be long past the critical stage at the present 
rate of black market operation, before OPA and Con- 
gress finally get around to permitting legitimate deal- 
ers to participate in the building boom. 

Numerous Black Market Methods 

There are numerous ways in which individuals 
participate in the black market to channel lumber 
around the legitimate, law-abiding dealer who has 
always been the chief source of supply for all building 
materials in the community. Sawmills selling in the 
black market are small, peckerwood mills usually run 
by an individual whose only bookkeeping system is a 
little black notebook and a pencil carried in his shirt 
pocket. ' Money changes hands in the form of. cash 
and no record is made of the transactions. 

One method of procuring lumber to build houses 
is for the contractor or individual planning a sub- 
division to contact a sawmill operator and make a 
deal to finance his operation and take the output for 
use in his building project, with the surplus being 
disposed of by the builder to other interested parties. 
If one sawmill cannot cut enough to satisfy the needs 
of the builder, he may have several mills cutting for 
him. What the lumber costs makes no difference to 
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him because he will sell the houses as finished jobs 
and put the price high enough to yield a neat profit. 
Such a system leaves no chance for the legitimate 
dealer to participate in the deal. 

Another black market practice is for truckers to 
purchase lumber by the truckload from small mill 
operators, pay what is wanted for it and then drive 
to what is considered a good area in which to dispose 
of it and proceed to sell it for the best price it will 
bring. Dealers throughout the yellow pine area report 
numerous calls daily from such individuals who have 
good lumber for sale, but at prices so far above legal 
OPA ceilings that the dealer would either be forced to 
lose money on its resale or violate the law. Truckers 
frequently pull up to a building project and proceed 
to make a deal with the contractor or builder in charge, 
probably in the same town where all the retail lumber 
dealers had refused to deal with him because the prices 
were illegal. Yes, there will be a bill of lading showing 
the sale of the lumber at legal OPA ceiling prices just 
in case someone wants to take a look. The same bill 
of lading, however, may be used as many as a dozen 
times. 

Many small sawmills, which formerly sold jags of 
lumber at retail in addition to their shipments to 
retail lumber dealers at mill prices, have now gone 
entirely on a retail price basis, legally, and buyers 
who wish any of their output must pay the retail 
ceiling prices at the mill, usually on the grading and 
sorting done at the sawmill operators direction. Many 
of the mills, however, sell their entire output for all 
that the black market traffic will bear. Upgrading is 
widespread and is a headache to any legitimate dealer 
who tries to buy at legal prices from sawmill operators 
with tendencies toward black market activities. 

Options on Sawmills 

In some instances in an effort to make the deal legal, 
retailers and others will take an option to buy a saw- 
mill at a fantastic price with a clause in the con- 
tract specifying that the entire output of the sawmill 
is to go to the individual holding the option at legal 
OPA ceiling prices as long as the option is effective. 
No one taking such an option intends ever to exercise 
it but it is a convenient, legal means of paying above 
ceiling prices for lumber. Anyone paying much of 
a price for such an option, however, obviously cannot 
retail the lumber at legal prices and make a profit. 

Trading and bartering throughout the southern 
areas ig widespread now. Logs are being traded for 
lumber and vice versa. Oak lumber is bought on the 
black market, hauled to some woodworking plant and 
custom cut to flooring and then hauled out to be sold 
on the black market at fantastic prices. 

Legitimate Dealer Circumvented 

The tragic thing about all these activities is it 
leaves the old-established, legitimate lumber dealer 
entirely out of the building picture and is creating an 
entirely new group of lumber tradesmen and a set 
of new methods in building material procurement. 
The builder or contractor who has bid on a new store 
building or a set of 100 new houses obviously needs 
more than lumber to complete the project. Since he 
has had to develop his own source of supply for the 
main item—lumber—he feels no obligation toward 
any legitimate dealer for any of the materials that go 
into that structure, least of all the retail lumber dealer. 
Consequently, he buys what he can where he can. The 
hardware may come from a hardware store, a mail 
order house, a wholesaler or a junk dealer. The same 
for nails, cement, roofing, paint, etc. Millwork is one 
of the tightest items but black market builders are 
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buying lumber, shipping it to wood- 
working shops where it is made 
into millwork to their specifica- 
tions, and at no risk whatever to 
the woodwork manufacturer. Large 
manufacturers, however, have con- 
sistently refused to enter into any 
such contracts. 

From the above it can be ob- 
served that the lumber black mar- 
ket operations in the South are 
creating a new set of building con- 





ditions circumventing the old estab- 
lished building material dealers, 
who are helpless to build ‘the homes 
and supply the materials for the 
homes which it has been their priv- 
ilege and pleasure to do for genera- 
tions. OPA price ceilings on lumber 
are not only destroying the estab- 
lished and proven methods of build- 
ing material distribution, but are 
destroying any semblance of quality 
in materials, workmanship and 
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PETITION 


To the Congress of the United States: 


We, the undersigned, engaged in the distribution. of lumber and building ma- 
terials, respectfully petition you, as the lawmakers of the nation, to completely 
abolish the Office of Price Administration as of June 30, 1946. 

Until a few months ago we felt it would be a mistake to eliminate OPA and 
control of prices in view of the tremendous inflationary pressure. 
OPA pricing policies as they have been since the conclusion of World War Il, 
inflationary pressure has been accentuated rather than relieved because OPA's 
unrealistic pricing policies have stymied production and intensified the scarcity of 
peacetime goods at low prices. Scarcities are becoming more severe daily and 
black markets are flourishing in many items, including lumber for home building. 

As business men we realize tully that for a time the complete elimination of 
price control might result in prices higher than present ceilings, but not higher 
than prevalent black market prices. Elimination of OPA might create new and 
possibly distressing hazards for manv of us, but we are willing to take that risk 
because it is the only possible way for us to survive and bring the nation to a 
satisfactory market condition, with adequate supplies and reasonable prices. 

Because OPA now stands in the way of reconversion and maximum production 
in the nation, and because it is fruitless to try further to reform OPA's philosophy 
or get a reasonable administratior of the law, we feel the only solution to the 
problem is complete and immediate abolition of the Office of Price Administration. 


..Wholesaler....... 


..Wholesaler. . . 


Wholesaler. . 


...........Manufacturer. . 


Wholesaler. ... 


Retail Dealer............. Wholesaler............ 


However, with 


alin ee Manufacturer. . . 


..Manufacturer. 


aaa Manufacturer. . 


se Manufacturer............. 


.Manufacturer 








32 


economy in home building in that 
section. 


Some “Legal” Building 


It cannot be denied that many 
lumber dealers throughout the 
South are either building homes on 
contract or for sale or are furnish- 
ing materials to contractors at legal 
prices for building. The accumula- 
tion of enough materials in order 
to proceed with a project, however, 
is a long and tedious job. While 
the material is being accumulated 
it must be set aside, some of it in 
full view of regular old-time cus- 
tomers who may want a few feet 
for a small remodeling job or an 
additional room on a house. One of 
the biggest problems of many of the 
legitimate dealers today is finding 
new and different ways to say “no” 
to prospective customers and at the 
same time maintain some semblance 
of the position they have assumed 
as the building headquarters of the 
community. Some dealers have set 
up one or two persons in a depart- 
ment whose sole duty is to find 
something somewhere to satisfy as 
many of the demands as possible 
on them for building materials. 
Such a department is as valuable 
to these firms now as the sales de- 
partment was in former years. In- 
genuity, initiative and plenty of 
persistence is needed to come up 
with sufficient materials to keep a 
fair segment of the trade even par- 
tially satisfied while at the same 
time the public can observe more 
building going on in the commu- 
nity than they ever saw before in 
their lives. 

Any casual observer traveling in 
the southern yellow pine region to- 
day would assume there was no 
lumber shortage because of the 
tremendous amount of new con- 
struction of all types under way 
Reliable estimates set about half 
of the new building in home con- 
struction categories. Building per- 

(Continued on Page 52) 





The OPA battle is not yet over. After the 
House action of last week many observers 
in Washington are predicting there is only a 
slim chance to have the agency completely 
liquidated. Even though its power will be 
curtailed, OPA, they believe, will have its 
life extended for at least several months. 
Government, however, is unpredictable—and 
it is clear lumber dealers don’t give up «a 
fight until it is really settled. At the re- 
quest of readers, AMERICAN LUMBERMAN 
published this petition in the March 30 issue. 
Several hundred readers signed, and the 
petition is being sent to Congress. It is 
published here again, for the second and 
last time, so readers who wish may sign 
now if they missed the first appearance of 
the petition. 
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How Profitable is Your Advertising? 


Check card offers method for eliminating the guesswork 
when computing the value of a specific advertisement. 





DVERTISING has always been 
an elusive quantity for the 
lumber dealer who is trying to de- 
termine the exact profit obtained 
from a specific advertisement or 


series of advertisements. Most 
dealers have found from practical 
experience it pays to advertise, and 
most building material dealers have 
been able to perceive whether an 
extensive campaign as a unit was 
profitable. 

However, determining in precise 
figures the effectiveness of a spe- 
cific short term campaign or of a 
definite specified ad is more diffi- 
cult. 

On this page is presented an ad- 
vertising check card designed to 
show the specific results from a 
single planned advertisement or 
series of advertisements. By filling 
in this chart the dealer can receive 
a fairly accurate dollar-and-cents 
profit return figure from every ad 
he uses. 

Not only does the chart enable 
the dealer to check accurately the 
sales pulling power of a specific ad- 
vertisement within a day or two of 
the ad’s appearance and to ascer- 
tain whether or not the idea was a 
profitable one, but it also enables 
him to have a valuable record to 
which he can refer regularly in 
planning future advertising. 

One form is used for each adver- 
tisement and a copy of the ad is 
attached to the form when it is 
placed in the file. Then in planning 
future advertising, the dealer has 
not only the specific advertisement 
but on a single form all of the data 
desired with regard to its effective- 
ness, 

At the top of the form the name 
of the newspaper in which the ad 
appeared is placed. With this the 
dealer can check the pulling power 


of a specific newspaper. Next is 
shown the size of the ad in agate 
lines, rate and total cost in addi- 
tion to the number of days and 
dates the ad made its appearance. 

The compilation section of the 
form is a sales summary for the 
period covered by the advertise- 
ment’s appearance with the first 
column devoted to the items adver- 
tised. The second column is for the 
number of each item sold; the third 
the individual sales price; the 
fourth the basic cost of the item; 
the fifth the profit, and the final col- 
umn figure is obtained by multi- 
plying the profit figure by the num- 
ber sold. 

For example, if the ad featured 
a specific paint special it would be 
noted as follows: Paint special— 
290—sold at $1.65—cost $1.25— 
profit $.40—total profit $116. Other 
items featured in the ad would be 
similarly noted. 

The summary section at the bot- 
tom of the form enables the dealer 
to analyze the specific profit ob- 
tained from that advertisement. By 
subtracting the average profit on 
the item for the store for a similar 
day from the total profit shown in 


the final column, the dealer can find 
the actual profit to be credited to 
the advertisement. 

This does away with the fallacy 
of contributing all of the day’s 
sales to the advertising which is 
certainly not the case inasmuch as 
many sales are made from regular 
customers who did not read the ad. 

If during the advertising period, 
the dealer realizes $116 profit on 
items advertised which ordinarily 
brought $35 without advertising in 
a comparable period, the third line 
would show a figure of $81 credit- 
able to this advertisement. From 
this subtract the cost of the ad- 
vertising as noted above and on 
the final line is shown the actual 
profit pulled to the store by this ad. 

The last figure is profit in the 
sense general overhead and similar 
expenses remain to be paid before 
the true net profit can be computed. 
However it is as true an indication 
as can be obtained of the pulling 
power of the advertisement. 

By using this form the dealer 
knows the effectiveness of his ad- 
vertising in dollars-and-cents and 
has eliminated one more guesswork 
factor from his business operations. 





Advertising Check Card 


The Fair Company 
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Copy of advertisement attached hereto a BUGLE wocencccsccceccoccsens( publication) 
£59 cucese lines at....-' 290 . per line; total cost 3.30.00. .. Adv. appeared on / days 
La £#s as 

p< sale Prict Cost Protit Total Profit 

Sales summary above days No. Sold Sale ¥ a ‘ ' 

; _ 
PAINT SPECIAL |240| #1/65 1125 i4o | 116|00 
Gee sfached adv. ) | | | 

2 cin a eS ae we. 
= 
| | 
TOTALS ...nncncnnn cons 20 cone ns eeenenee Rinkcncnemesecia s....116.00 

SUMMARY: 
nar ecenenas--Total profit on sales of items advertised_.-.....---------- s-(16.090._. 
ssielaiisadaabadhaiteta Less average profit daily sales above items-.-.-....-.... ~ s...39:00 g 

Total profit on sales of advertised items directly creditable to Adv; subtract twolines drectly above = $.-.--- ls — 

Cost of advertising above sale..........---.---- ------ ------ ---- -- 222+ --n2 nnn e none == enn een eee s......30:90. 

profit before general overhead, subtract two lines abova.....-..--- $....9-L 299. 
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Florida Dealers Vote Financial 


ODAY’S LUMBER 
YARD _ business 
must be geared to the 
needs of the civilian 
and the _ discharged 
veteran, lumber deal- 
ers attending the 26th 
annual convention of 
the Florida Lumber 
and Millwork associa- 
tion in Orlando Mu- 
nicipal auditorium, 
March 27-29, were told 
by key convention 
speakers. 

No longer, they were warned, can 
they hope to do business on a war- 
time basis—with no regard to the 
civilian. 

President W. E. (Bill) Tylander, 
West Palm Beach, the association’s 
first president in 1920, presided at 
all business sessions. 

“For the past several years,” Mr. 
Tylander said, “building materials 
dealers have had no opportunity to 
do business with our regular cus- 
tomers, the civilians who want to 
build new homes or remodel those 
they already have. 


Association in Good Shape 

“We still have too many restric- 
tive measures under which to op- 
erate. Dealers must remember that 
the civilian and the returned GI 
come first. Our course, both as an 
association and as individual deal- 
ers, must be _ recharted accord- 
ingly.” 

Preceding the president’s ad- 
dress, Robert S. Carr, president of 
the Greater Orlando Chamber of 
Commerce, welcomed the conven- 
tion. Mrs. Marie Bennett, in her 
annual secretary-treasurer’s report, 
showed membership and finances to 
be in the best condition ever. She 
announced that in cooperation with 
the national association, the board 
of directors had voted to send the 
Public Affairs Committee to Wash- 
ington to join in the fight to get 
OPA out of the lumber and build- 
ing materials picture immediately 
if possible, or not later than June 
when OPA supposedly will pass out 
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Officers and directors who will direct the management of the Florida association during the 
coming year. Left to right, Forace F. Holland, Panama City, president; W. M. Mason, regional 
vice president, Jacksonville; F. J. Igou, Orlando, re-elected district director; Mrs. Marie Bennett, 
re-elected secretary-treasurer; retiring president and newly-elected director-at-large, W. E. (Bill) 
Tylander, West Palm Beach; Harry L. Lawson, re-elected regional vice president, Miami. 


of existence unless extended by 
law. 

H. R. (Cotton) Northrup, secre- 
tary-manager, National Retail 
Lumber Dealers association, wired 
that affairs of importance were 
“too hot” at the present time for 
him to leave Washington. James 
F. Mack, dealer from Hollywood, 
Fla., and the association’s national 
director, read Mr. Northrup’s tele- 
gram. He emphasized the neces- 
sity of Secretary Northrup’s re- 
maining in Washington to add his 
weight to the various congressional 
and senatorial committee meetings 
now being held on various housing 
and wage bills. 

National director Mack intro- 
duced Al J. Hager, president of 
Hager & Cove Lumber company, 
Lansing, Mich., national president 
in 1930-32. 


Hager Speaks 

“The housing situation has be- 
come the political football number 
one, due to its great importance,” 
Mr. Hager said. “Always in the 
past, lumber dealers have carried 
most of the housing load. Today, 
under the long time plan to perma- 
nently place home building under 
federal control, the lumber dealer is 
apparently no longer needed—or at 
least that is what Washington and 





the politician would have you and 
the public believe.” 

Larry L. Lawson, regional vice- 
president and_ recently-appointed 
member of the Lumber and Build- 
ing Materials Advisory committee 
to the Civilian Production adminis- 
tration, reported on a recent Wash- 
ington meeting of the committee 
with CPA officials. He stated the 
recent restriction order on _ build- 
ing and materials was not neces- 
sary according to the consensus of 
the committee; the order did not 
have the full support of the com- 
mittee as announced in some of 
the news releases; the committee 
fought the order, but seeing some 
restrictions would be ordered re- 
gardless of the advice offered by 
the industry members, the commit- 
tee used every available means to 
amend the order to make it work- 
able. However, the order was re- 
leased without the suggested 
changes or amendments. Commit- 
teeman Lawson made it clear to 
the Florida dealers that CPA, as 
most of the wartime agencies be- 
fore them, has no intent to follow 
the industry committee’s sugges- 
tions. 

Bad Publicity 


W. Wadsworth Wood, publisher 
Small Homes Guide, Washington, 
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Aid for Publicity Program 


Would join other state associations to counteract unfavor- 
able press; dealers told to prepare to serve civilian market. 


D. C., talked on The Job Ahead for 
Retail Lumber Dealers, and 
through a series of _ illustrated 
slides pointed out the definitely bad 
publicity that has been given to the 
lumber dealer through numerous 
national magazine and _ feature 
writers, columnists and radio com- 
mentators and also called attention 
to the efforts being made by large 
department stores throughout the 
country to sell mail order homes. 
“People want a better home for 
less money,” Mr. Wood told the 
dealers, outlining plans now under 
development for the ten most popu- 
lar home designs that (1) follow 
the latest trends; (2) use simpli- 
fied utilities; (3) will provide for 
better furnishing and decorating; 
and (4) will conform to modular 
standards. These plans will, ac- 
cording to the speaker, make it 
possible for the dealers to give 
their customers the kind of small 
home they want, with each plan 
elevation being subject to many ex- 
terior changes to do away with too 
much similarity or row houses. 
The first day’s business sessions 
were concluded with a talk on Qual- 
ity in Concrete Masonry by Dev- 
ereux Bacon Jr., assistant director 
of sales, and Ben. G. Wallis, special 
representative of the Florida 
Portland Cement company, Tampa. 
Opening the Friday morning ses- 
sion, W. M. Steinbauer, secretary- 
manager, National Door Manufac- 
turers association, Chicago, gave 
an illustrated talk on Modular Co- 
ordination—a Program Designed 
to Reduce Building Costs through 
the standardization of sizes of vari- 
ous building materials. J. L. 
Saunders, Southern Pine Inspec- 
tion bureau, Winter Haven, Fla., 
spoke on the Short Course in Grad- 
ing Southern Pine Lumber that is 
being offered free to groups of 
dealers and their yard employees. 


Charges Government Drifting 


George W. Carr, state director, 
National Real Estate foundation, 
told how the government is “drift- 
ing to the left and communism” and 
its desire “to build a new home for 
every GI’ is but part of that long- 
thought-out plan. Mr. Carr out- 
lined plans for organizing the 
Home and Property Owners asso- 
ciation, with trustees in every con- 
gressional district of the nation, to 


help combat “the troubles being 
thrust upon all of us by Washing- 
ton.” 

Harold D. Steward, Miami archi- 
tect, speaking on the subject Mod- 
ern Homes and Current Problems 
Involved in Home Construction, 
pointed out how the building in- 
dustry was keeping step with other 
industries in the way of improving 
their product, and proceeded to de- 
bunk many of the wartime feature 
stories projecting fabulous ideas 
for postwar homes. 


Holland Elected President 


The Florida association elected 
the following officers: Forace F. 
Holland, Panama City, president; 
three regional vice presidents, 
Harry L. Lawson, Miami, Walter 
Gregory, St. Petersburg, and W. M. 
Mason, Jacksonville; Mrs. Marie 
Bennett was re-elected secretary- 
treasurer. 

The district directors were 
elected as follows: Ashton J. Hay- 
ward, Pensacola; W. H. Wilson, 
Tallahassee; R. C. Lechner, Jack- 
sonville; D. B. Alexander, Daytona 
Beach; B. E. Sappington, Vero 
Beach; J. A. Sheffield, West Palm 
Beach; E. B. O’Neal, Miami; Ed- 
ward Simpson, Fort Myers; H. C. 


Soaking up some Florida sunshine during 
convention sessions, left to right: R. M. 
Bishop, Clewiston; C. B. McGinnes, Lakeland; 
John Dolcater, Tampa; W. D. McGinnes, Plant 
City; M. Drauss, Tampa; Harry L. Lawson, 
Miami, and Asher Culp, Tampa. 
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Lewis, Bradenton; J. F. Town- 
send, Jr., Lake Wales; Asher Culp, 
Tampa; W. S. Lowry, St. Peters- 
burg; E. J. Maugans, Leesburg; 
and F. J. Igou, Orlando. 

As immediate past president, W. 
E. Tylander was elected director- 
at-large; James F. Mack was re- 
elected national director; and the 
following associate directors were 
named: I. W. Phillips, Tampa; J. 
H. Van Hoy, Sanford; E. W. 
Thompson, Jr., Holopaw. 

A resolution opposing any exten- 
sion of life of the OPA over the 
controls on lumber and_ building 
materials was adopted. Another 
resolution unanimously opposed the 
so-called WET (Wagner-Ellender- 
Taft) housing bill. 

The association voted in favor of 
a publicity program in which Flor- 
ida dealers would participate with 
other state organizations in coun- 
teracting unfavorable publicity be- 
ing given the lumber and building 
materials’ industry. 


Al J. Hager, Lansing, Mich., left, former na- 

tional president, told the convention that 

housing is a “national football.” Lucien L. 

Renuart, Miami, is a past president of the 
state association. 
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Loading a flat bed truck-with a fork lift. 





Operating Trucks “2 Warimam Efficiency 


Dealers find that regular checkups will more than 
compensate in time and money for trouble involved. 


ORE THAN ONE lumber 

dealer has wondered why his 
trucking expenses seem so out of 
proportion to his general operating 
expenses. The answer is likely to 
be found in his failure to analyze 
his operations and determine where 
the leak is. 

Ernest Hammerschmidt, Lom- 
bard, Ill., who operates two yards, 
is one lumber dealer who has de- 
veloped a system to keep trucking 
expenses down. 


Tires and Wheel Alignment 


He has found, for instance, that 
it pays to have trucks in the yard 
use the same size tires. Inter- 
changeable tires afford a number of 
advantages, especially these days 
when tires are still hard to get. 
Hammerschmidt has four trucks 
for which he bought only one new 
tire during the war; all others were 
recaps. 

This goes back to a definite pol- 
icy of wheel alignment. Hammer- 
schmidt trucks get alignment check- 
ups twice a year. In connection 
with the wear and tear on tires, 


36 


Mr. Hammerschmidt pointed out 
that cab-over-engine body is a fac- 
tor in reducing tire wear. It equal- 
izes the load, makes possible a 
heavier load and affords the driver 
better visibility. 

Two of the Hammerschmidt 
trucks are 114% ton and two are 
three tons, the smaller trucks being 
used to carry coal and building ma- 
terials and the larger trucks coal 
and lumber up to six tons. Mr. 
Hammerschmidt said he has found 
it advantageous to partition the 
body of his larger truck so that his 
drivers can carry two 2-ton loads of 
coal for separate customers at the 
same time. 

Incidentally, Mr. Hammerschmidt 
bought his last truck in 1940. The 
new 144-ton truck he hopes to re- 
ceive soon will replace a truck that 
has been in service 12 years. 


Experienced Driver Help 


Experienced drivers are still an- 
other factor in keeping operating 
costs down. Each of the Hammer- 
schmidt drivers has been on the 


job for at least 20 years. 


The maintenance schedule in- 
cludes a grease and oil job every 
500 miles. Mr. Hammerschmidt 
gives this work to a garage across 
the street. He is convinced that it 
is better to have maintenance work 
done outside the yard. It means 
prompter service when major re- 
pairs are necessary. 


“We get better cooperation and 
service and our trucks are seldom 
off the streets,’ Mr. Hammer- 
schmidt explains. 

Keeping your trucks in a heated 
garage may at first appear a need 
less expense, but it is an actual 
saving in the long run, Mr. Ham- 
merschmidt found by bitter ex- 
perience. In 1923 he was keeping 
his trucks in an unheated garage. 
The entire rear end of one truck 
fell out as it was being driven up- 
street one cold morning. Since 
garaging his trucks in a heated 
place, Mr. Hammerschmidt has had 
no trouble from improper lubrica- 
tion caused by cold weather. 


Mr. Hammerschmidt believes in 
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How to Make Old Trucks Look New 


Because it may be some time yet before you can buy a new truck, 
why not consider reconditioning your present fleet? 

It is not only good business from a maintenance standpoint, but a 
smart, well-painted fleet of trucks has a definite advertising value. 

Here are some suggestions that will help you achieve maximum 
results with a minimum cost. 

1. Most important is the paint job. Use bright colors. They help 
sell merchandise. Fresh paint, plus new color schemes, will give a new 
appearance to an old truck. Also, make sure that all chassis parts 
are repainted and redecorated at the same time. A partial paint 
job is worse than none. Unpainted parts will stick out like a sore 





thumb. 


bodies or building new ones. 


able for trucks—not only 
pearance as well. 





2. In many localities, new truck bodies can be built or purchased. 
If the chassis is in serviceable shape, it may be a money-saving in- 
vestment to have a new body built or the old one repaired. 

3. Sheet metal and similar materials are again available at auto 
body shops. These materials are essential for repairing damaged 


4. Check the —"? of using the new body hardware avail- 
or its increased utility value, but for ap- 








advertising his wares. On the cab 
of each truck is labeled the name, 
telephone number and the leading 
items sold by the Hammerschmidt 
Lumber and Fuel company. 


Operations in Large Yard 


Large yards, like the Edward 
Hines Lumber company, Chicago, 
with over 100 pieces of trucking 
equipment, operate their own ga- 
rages and do their own repair work. 
Hines, for example, has found it the 
best policy to send out trucks with- 
out spare tires and extra tools. 
Hines does not expect the drivers 
to be mechanics. The driver calls 
for a service truck if any trouble 
develops. 


Trip tickets are made out the 
night before deliveries at Hines. 
There is always a pool of spare 
drivers for emergency work. These 
drivers do miscellaneous work about 
the yard when not actually driving. 

One blacksmith, one painter, one 
bodyman and six or eight mechan- 
ics work full time in Hines main 
garage. Trucks are oiled, greased 
and checked weekly; also washed at 
least once a week. Drivers schedule 
major repairs through their fore- 
man and yard manager. 

Hines has an average of two 
trailers for each truck, reducing the 
time to a minimum a driver must 
wait for a fresh load. One trailer 
is being loaded in the yard while 


the driver is making an outside 
delivery. 

Driver’s trip tickets which are 
turned in the following morning 
show the number of his trip; the 
time he left the yard and returned; 
delivery or pickup stops; time re- 
leased from work; mileage readings 
at the start and completion of the 
day; gas and oil taken on; lunch 
time. 

During the war the main yard 
reached a peak of 100 outgoing 
truckloads daily. The big day was 
a shipment of 1144 million feet of 
lumber for Great Lakes Naval sta- 
tion, a total of 50 carloads of lum- 
ber. 

New drivers spend about a week 
in the yard familiarizing them- 
selves with the location of various 
items before going out on the road 
with a regular driver for a week. 
Afterward, they are on their own. 


New Features 

Retail dealers will find the new 
trucks, when they become available, 
will offer surprisingly few new fea- 
tures. Sales of the cab-over-en- 
gine model are expected to be much 
heavier than before the war. This 
model increases the body length by 
about six feet beside reducing tire 
wear. 

One new development that some 
dealers may find useful is the hy- 
draulic tail gate which came into 
use just prior to the war. This de- 
vice, which retails for around $600, 
is especially helpful in handling 
heavy and fragile loads. Unloading 
a barrel of nails, for example, is a 
one-man operation from the plat- 
form to the ground. The gate, ca- 
pable of handling a 2,000-pound 
load, is driver-operated from the 
rear end of the truck. 


In most lumber yards, trucks must be adaptable for many purposes. The truck on the left is carrying a pre-built farm 
service building, which was jacked up to permit the flat-bed truck to get into a carrying position. Jacks are placed 
under the building upon delivery and the truck is driven out. The truck on the right is carrying panels for a pre- 
fabricated building. 
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Walter J. Howard 


B LUNTLY laying the blame for 

America’s present housing 
troubles at the door of OPA for its 
unrealistic view, the Montana Re- 
tail Lumbermen’s association spent 
little time otherwise at their ninth 
annual meeting in Butte, March 
15-16, in considering conditions as 
they are. 

Instead, they centered their 
thinking on a program that empha- 
sized (1) the need for training vet- 
erans and disabled servicemen for 
positions in retail organizations, 
(2) modern lumber yard design, 
(3) retail sales opportunities cre- 
ated by pressure-treated lumber 
and fabricated items and (4) re- 
quirements of more efficient farm 
buildings. 


Kind Elected Treasurer 


Hugo Heinsch, Deer Lodge, was 
elected president of the association; 
Hubert White, Townsend, was 
named vice-president. A. A. Kind, 
retiring president, was elected 
treasurer. 

Five new directors and one in- 
cumbent were elected members of 
the board of directors. New direc- 
tors for three-year terms include 
William Aldrich, Billings; Brooks 
Robinson, Great Falls, and Hubert 
White. Elected for two-year terms 
were Henry Sawtell, Miles City; 
Albert J. Gates, Lewiston; J. L. 
Odette, Great Falls, reelected. 

Walter J. Howard, Helena, man- 
ager of the association, set the key- 
note for the association’s first 
state-wide convention since the out- 
break of the war by reminding the 
dealers that “there is a selling job 
to be done.” 

President A. A. Kind warned the 
dealers many competitors in other 
fields are ready to cash in on the 
pent-up demand for all goods and 
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Montana Dealers 


Map plans at Butte convention to train veterans, 
modernize stores; elect Hugo Heinsch president. 


materials needed for repair and 
maintenance. 

“We as dealers must build and 
maintain an organization which is 
capable of meeting any kind and 
amount of competition. We must 
analyze our market, build up an effi- 
cient sales force, visualize the fu- 
ture and be prepared to meet ag- 
gressively whatever competition 
the changing times may bring.” 


Training Course Plans 

Plans for a 30-day training 
course, similar to others underway 
throughout the country, was out- 
lined by Dr. Donald J. Emblem, 
head of the school of business ad- 
ministration, Montana State uni- 
versity. It is expected that the 
course which will cover sales and 
management technique, will start 
within the next three months. 

Lumber dealers will help draw up 
the curriculum and will be asked to 
lecture on many subjects. After 30 
days of classroom instruction, the 
student will start his on-the-job 
training program as an employee of 
a retail lumber yard. 

B. L. McFarrin, Veterans admin- 
istration, explained how the GI Bill 
of Rights will assist the returned 
veteran and the retail yard man- 
ager in making the program possi- 
ble financially. 

Several dealers reported plans 
for building stores and yards in ac- 
cordance with the principles set 
forth in a slide film on Modern 
Store and Yard Design presented 
before the association in coopera- 
tion with AMERICAN LUMBERMAN. 

Reporting on new materials that 
offer unusual merchandising oppor- 
tunities, Robert R. Clegg, American 
Lumber and Treating company offi- 
cia], told dealers that retail stocks 
of pressure-treated lumber will be 
created as fast as lumber produc- 
tion permits. 

Merchandising of treated lum- 
ber, Mr. Clegg said, has not been 
widespread in the past because 
many yards were not located close 
to pressure-treating plants or 
treated lumber was not available 


through the dealer’s regular supply 
sources. This situation is now be- 
ing corrected as large manufactur- 
ers are making arrangements to 
build up complete stocks. 

William T. Shadwick of Rilco 
Laminated Products, Inc., St. Paul, 
Minn., described the use of glued- 
laminated structural members for 
modern farm buildings. The deal- 
er’s farm market was discussed by 
Eric B. Wilson, extension agricul- 
tural engineer, Montana State col- 
lege, who reported that a recent 
survey of Montana’s 40,000 farm- 
ers showed that 17 percent planned 
to build new houses, 25 percent new 
barns, 48 percent miscellaneous 
buildings and 70 percent general 
repair work. 


Architectural Plan Popular 

More than 20 percent of the asso- 
ciation members have subscribed to 
an architectural plan service, Man- 
ager Howard said. For a $100 an- 
nual subscription fee each partici- 
pating dealer is entitled to five 
single-family, one-story residence 
plans not exceeding 1,200 square 
feet, designed to his order at the 
rate of $20 each; or an equivalent 
number of two-story single resi- 
dence plans at the rate of $30 each; 
or the equivalent in other architec- 
tural work at the rate of $2 per 
hour or any combination of these 
services. Funds remaining at the 
end of the year are divided among 
subscribers. 

Over 250 dealers attended the 
convention. A_ special committee 
named to consider the Wyatt hous- 
ing program later released a four- 
page letter addressed to the hous- 
ing expediter. 

Promising the housing expediter 
cooperation in working out a prac- 
tical building program, the com- 
mittee nonetheless declared “that 
manufacturers of the materials and 
equipment with which to build 
homes cannot make these goods un- 
less the prices they are permitted 
to get for them are sufficient to 
cover the cost of making them plus 
a reasonable, normal profit.” 
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Plan to Meet Competition 

















Congratulations were in order when Hugo C. Heinsch, left, Deer President A. A. Kind, Helena, was among the first to register at the 
Lodge, was elected president of the Montana Retail Lumbermen’s 9th annual meeting of the Montana Retail Lumbermen’s association 
association. A. A. Kind, right, outgoing president, Helena, is con- held in Butte. Behind him are C. A. McDonald and Albert J. Gates, 
gratulating the new president while Hubert White, vice president, Lewiston; Elvin Hanson, Havre; J. A. Benson, Lewiston. 


Townsend, looks on. 





R. R. Clegg, American Lumber and Treating Co. official, Chicago, Ill., In this hotel lobby discussion were President A. A. _ Kind, left; H. E. 





told dealers pressure-treated lumber will soon be available. Longmaid, Helena, and A. W. L s, 
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Mississippi Retail Lumber Dealers Set Attendance 
Record at 20th Convention 


President Evans announces 100 percent membership in- 
crease in past two years; Royce Kimbrell elected president; 
resolutions oppose Wagner-Ellender-Taft bill and OPA. 





Secretary E. B. Lemmons 


EMBERSHIP of the Missis- 

sippi Retail Lumber Dealers 
association, Inc., has more than 
doubled during the past two years, 
according to an announcement made 
by president R. F. Evans at the 
20th annual meeting of the asso- 
ciation at the Heidelberg hotel, 
Jackson, Mar. 7-8. Registration of 
over 300 set a record. 

President Evans credited this in- 
crease to the able executive man- 
agement of secretary E. B. (Ted) 
Lemmons and assistant secretary 
Mrs. Margaret Ballou. 

Royce Kimbrell, Meridian, was 
elected president of the association; 
R. B. Vaughn, Biloxi, vice presi- 
dent; C. Russell Smith, Rolling 
Fork, was reelected dealer-director 
of the NRLDA; J. M. Evans, Jack- 
son, was reelected treasurer and 
Mr. Lemmons was reelected execu- 
tive secretary. 

Mr. Evans was named second vice 
president to initiate the policy of 
making the retiring president an 
association officer, a director and 
member of all committees. 

L. C. Gilbert, Jackson, was 
elected chairman of the finance and 
membership committee; members, 
including the executive committee, 
comprise F. H. Cannon, Clarksdale, 
chairman; J. T. Hyde, Drew; J. G. 
Hogue, Jackson; Medford Leake, 
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Tupelo; L. C. Gilbert, S. H. Var- 
nado and E. M. Jones, all of Jack- 
son, and J. L. Virden, Greenville. 

Newly-elected directors were: 
District No. 1, E. F. Bornman, 
Clarksdale and Harry Hungerford, 
Jonestown; District No. 2, J. L. 
McCorkle, Greenville and W. L. 
Solomon, Belzoni; District No. 3, 
J. Rigby Perry, Vicksburg and 
G. L. McBride, Port Gibson; Dis- 
trict No. 4, G. W. Roll, Natchez 
and H. S. Prosser, McComb; Dis- 
trict No. 5, Ralph Hollister, Pas- 
cagula and S. G. Thigpen, Picayune; 
District No. 6, R. C. Strockett, 
Jackson and J. D. Tucker, Meri- 
dian; District No. 7, T. R. Kil- 
patrick, Louisville and Leslie 
Mabus, Starkville; District No. 8, 
Guy Grovlee, Tupelo and Miss L. M. 
Galyean, Corinth. 

J. M. Evans, treasurer of the as- 
sociation, opened the convention 
Thursday afternoon with an invo- 
cation. President Evans turned the 
meeting over to Secretary Lemmons 
who acted as presiding officer. 


Calls Co-ops “Pets” 


In his talk on cooperatives, H. 
Vernon Scott, vice president of 
the National Tax Equality associa- 
tion, declared that some 30,000 
“pets” of government are tax ex- 
empt. This gives them an advan- 
tage of 40 percent in doing busi- 
ness, added Scott, explaining the 


work of his association in fighting 
against this inequality. 

W. M. Steinbauer, secretary- 
treasurer of the National Door 
Manufacturers association, spoke 
on Modular Co-ordination and how 
the system is designed to lower the 
cost of construction through the 
standardization of sizes of win- 
dows, sash and doors. 

The loan features of the GI Bill 
of Rights were discussed by P. G. 
Houston, loan guarantee officer of 
the Veterans Administration, and 
Louis W. Cotton, formerly chief 
mortgage risk examiner for FHA 
in Mississippi. 

Friday morning’s session opened 
with a motion picture showing 
What a Saw Can Do as presented 
by the DeWalt Products corpora- 
tion, Lancaster, Pa. 

F. J. “Ted” Hallaron, represen- 
tative of the Southern Pine asso- 
ciation, pointed out that production 
has steadily declined since 1942 in 
his talk What About Southern Pine 
Production in 1946? at the closing 
session Friday afternoon. 

The latest in retail store and 
yard layouts were shown in a sound 
slide film, Modern Store and Yard 
Design, prepared by the AMERICAN 
LUMBERMAN. W. T. Pate, Missis- 
sippi director of the FHA for 


eight years, spoke on The FHA 
as It Is Operated Today, explaining 
the new HH system of priorities in 
the final talk on the program. 





More than 300 lumber dealers and their guests attended the annual banquet of the Mississippi 
Retail Lumber Dealers Association, Inc. at the Heidelberg Hotel, Jackson, held during the 20th 
convention session. 
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Independent Dealers Hit Price Control 


Sever Arneson, Watertown, S. D., elected president of the asso- 
ciation which showed membership gain of 35 percent in 1945. 


OVERNMENT PRICE CON- 
TROL was attacked in five 
resolutions adopted at the seventh 
annual convention of the Independ- 
ent Retail Lumber Dealers’ associa- 
tion at the Radisson hotel in Min- 
neapolis, March 7-8. 

One resolution aimed at the OPA 
called for the discontinuance of 
price controls unless the OPA im- 
mediately discontinues its “dilatory 
and indefensible” practices and 
“unless it henceforth cooperates 
with business in an effort to encour- 
age and assist the production of 
vital materials.” 

Sever Arneson, Watertown, 
S. D., was elected president of the 
association. Other officers elected 
were: John L. Meyer, Melrose, 
Minn., vice president; Rudolph M. 
Hauer, Faribault, Minn., secretary; 
Lawrence J. Mayer, Cumberland, 
Wis., treasurer, and Edwin W. 
Elmer, Minneapolis, executive sec- 
retary. 

Other resolutions asked that “un- 
warranted interference” with pri- 
vate industry be “forthwith 
curbed”; that “if war veterans are 
unable to pay the present cost of 
housing accommodations, the Fed- 
eral government provide relief by 
direct cash allotment rather than a 
subsidy plan of relief’; approval 
of a price control act amendment 
advocated by U. S. Senator Ken- 
neth Wherry, (Rep., Neb.) was 
voiced in a resolution adopted fol- 
lowing the senator’s speech. 


Senator Wherry Talks 


Speaking on the topic, Our Re- 
conversion Problems, Senator 
Wherry traced the industrial 
achievement of the U. S. in war- 
time, then asked the question, 
“Why have we failed so miserably 
in reconversion back to peace?” 

Answering this question, Senator 
Wherry continued: 

“There has been no basic letup 


in the trend and attempt of the ad- 
ministration toward broader and 
more centralized control. To crack 
this, industry has got to face the 
fact that it cannot stand aloof from 
politics and long endure. 

“Chester Bowles, through a 
propaganda organization of 34,000 
workers, costing the government 
over $148,000,000 annually, has so 
publicized his hold the line theme 
song, that he has sold the people 
on the continuance of OPA for an- 
other year and a half.” 

Dan J. Fouquette, regional direc- 
tor of the FHA, opened the Thurs- 
day session with a talk on The Re- 
conversion Housing Program, with 
particular attention to the needs of 
the veteran. 

“It (the veterans housing pro- 
gram) means capacity business for 
all builders and all available pro- 
ductive resources of supply. The 
achievement of high production 
levels demands full coordination of 
all efforts and the proper function- 
ing of every phase and operation 
incident to an efficient and speedy 
operation. The HH Priority sys- 
tem must fit into that scheme of 
things or it will cease to be a bene- 
fit.” 

Speaking on the subject, What 
Kind of an America Are We Go- 
ing to Have Tomorrow?, Carl Tay- 
lor, president of the Waukesha 
State bank, Waukesha, Wis., urged 
lumbermen to take an active part in 
politics to prevent the U. S. from 
being dominated by isms. 

Lawrence S. Clark, 32529, acted 
as Snark of the Universe at the 
Hoo-Hoo concatenation at which 25 
kittens were initiated. Tom Don- 
lin was toastmaster at the annual 
banquet at which Senator Wherry 
spoke. 

W. W. Gibson, past president of 
the Minnesota State Bar associa- 
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tion, opened the Friday session 
with a talk, What Is Happening to 
Our American Way of Life? 

He branded the present price- 
control setup as virtually a dicta- 
torship, declaring that “some pecu- 
liar philosophy has crept in which is 
undermining our economic, social 
and political life.” 


Willis Discusses Prefabs 


“Prefabrication is here to stay,” 
asserted R. J. Willis in his talk on 
Problems Which Prefabrication 
Will Impose on the Retail Lumber 
Business. 

Willis, an executive of the Willis- 
way system, Chicago, prefab manu- 
facturers, urged dealers to take ad- 
vantages of the merchandising op- 
portunities in that field. 

Edwin W. Elmer, executive secre- 
tary of the Independent Retail 
Lumber Dealers’ association, re- 
viewed the growth of the organiza- 
tion in his talk, Seven Years of 
Progress. 

Representatives of the appren- 
tice-training service of the U. S. 
Department of Labor, state director 
of apprenticeship, state supervisor 
of business and distributive edu- 
cation and the veterans’ bureau par- 
ticipated in a panel discussion. The 
theme of the program was On-the- 
Job and Apprenticeship Training 
Programs for Veterans in_ the 
Building Industry. 

More than 100 advertisers, ex- 
hibitors and contributors were 
listed in the official program. Over 
600 dealers registered for the con- 
vention, which George J. Row, 
Roseau, Minn., president, opened 
with an address of greeting. 

Reviewing the past year, presi- 
dent Row told of an increase of 35 
percent in membership and de- 
clared that the lumber industry 
does “not need or want subsidies.” 
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Intermountain Dealers Condemn OPA for 
Failure to Give Needed Price Relief 


|: Sarl J. DAWSON, mayor of Lay- 
ton, Utah, was elected presi- 
dent of the Intermountain Lumber 
Dealers association at its third an- 
nual convention held at Hotel Utah, 
Salt Lake City, March 8-9. 

W. W. Weigle, Jerome, Idaho and 
J. R. Coffin, Elko, Nev., were elected 
vice presidents. 





Ray J. Dawson 


More than 500 dealers in lumber 
and building materials in Utah, 
Idaho, Nevada and Wyoming regis- 
tered for the convention which 
adopted a resolution condemning 
OPA for “failure to give price re- 
lief quickly where necessary.” 

President O. D. Romney Jr. de- 
clared the lumber industry, if given 
the opportunity, would meet the 
housing demand by veterans and 
others. While advocating the re- 
tention of price control, Mr. Rom- 
ney urged the government to halt 
lumber exports and release sur- 
pluses to normal channels. 

“If retail lumber dealers could 
get materials,” Mr. Romney de- 
clared, “they could take care of the 
housing emergency better than any 
legislation or allotment could. 
There is no occasion for anyone to 
be concerned about the ability of 
our forests and manufacturers to 
give the nation all the lumber it 
needs for years to come.” 

Dr. A. Ray Olpin, president of 
the University of Utah, offered the 
lumber industry use of the school’s 
facilities in the research field. 
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S. Lamar Forrest, Lubbock, Tex., 
president of the NRLDA, speaking 
at the Friday session, charged the 
OPT with holding down production. 

“The 25,000 lumber’ dealers 
throughout the nation who build 
70 percent of the nation’s homes 
are prepared and anxious to build 
the maximum number of houses 
possible for veterans, but are un- 
able to do so under the existing 
handicaps of the lumber shortage.” 

Mr. Forrest advocated Congress 
outline certain “fundamental prin- 
ciples” of operation for OPA. He 
said that lumber dealers are not 
asking for any increase in prices 
for themselves but “we do want 
production and there will be no 
production until the government 


sets a fair price for lumber mills.” 

Other speakers on the program 
were Walter Wood, Memphis, 
Tenn., general sales manager, E. L. 
Bruce company; Deloss Walker, 
former associate editor, Liberty 
magazine; Arthur A. Hood, New 
York, director of dealer relations, 
Johns-Manville corporation; Frank- 
lin D. Richards, Washington, D. C., 
assistant commissioner, FHA, and 
John Chapel, radio commentator. 

The Old Guard of some 60 men 
who have been in the lumber busi- 
ness for more than 25 years, held 
a party at the Aviation club the 
first night. Election of officers 
was held Saturday afternoon and 
the convention closed with a ban- 
quet in the evening. 





North & South Dakota Dealers Meet 


ALTER LOWTHIAN, Mil- 

bank, was elected president 
of the South Dakota Retail Lum- 
bermen’s association at a one-day 
convention attended by more than 
600 dealers at the Coliseum. 


Charles Ward, Sioux Falls, was 
elected vice-president, and Hiram 
G. Ross, Sioux Falls, was reelected 
secretary -treasurer. Carl Root, 
Madison, retiring president, was 
elected to a three-year term as di- 
rector, as was Myrle_ Hilton, 
Vivian. 

Attacking the OPA, Mr. Root 
said: 

“Experience should have taught 
us by this time to have little or no 
confidence in equitable use of this 
subsidy method. Adjust prices and 
production will boom and no sub- 
sidies will be needed.” 

W. H. Badeaux, Minneapolis, sec- 
retary of the Northwestern Lum- 
bermen’s association, expressed the 
same thought. 

“All we need is material,” he 
said. “We must break the OPA 
bottleneck on production.” 

The 1947 convention will be held 
in Sioux Falls, March 12-13. 


P. PATTERSON, Rugby, was 
* elected president of the 
North Dakota Retail Lumbermen’s 
association at the 38th annual con- 
vention in Fargo, March 13. He 
succeeds John F. Olson, James- 
town, who had completed two terms 
as president and who was named 
to the board of directors. 

Almost 400 dealers and salesmen 
registered for the convention which 
adopted a resolution recommending 
the abolition of OPA unless changes 
are made in the setup. Another 
resolution “requested Congress to 
take immediate action on one or 
more of the bills presented to Con- 
gress with reference to the export- 
ing of American forest products.” 

Other officers elected were: Dean 
Piper, Minot, vice president; John 
Alsop, Fargo, secretary-treasurer. 
New directors beside Mr. Olson are 
John Roethlisberger, Bismarck, and 
A. H. Hvidston, Grand Forks. 

The speakers’ list included W. H. 
Badeaux, secretary of the North- 
western association, who talked on 
Democracy’s Greatest Wrecking 
Crew; A. E. Munck, Pierre, S. D., 
president of the Northwestern Lum- 
bermens association; Walter Mur- 
phin, Fargo, head of the lumber di- 
vision of the OPA, who talked on 
price regulations. 
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Doing It the Hard Way 
4 ew WORKMAN slowly pushed 


his wheelbarrow’ containing 
half-a-dozen cement blocks from 
the sidewalk line, where it had been 
loaded by another workman, to the 
rear of the building lot where a 
third workman unloaded it. During 
the time the pusher was away the 
loader-upper stood by observing, 
with considerable interest, what 
was going on in the street. Same 
way with the unloader when he 
wasn’t handling his particular as- 
signment. While the unloading and 
loading was going on, the pusher 
smoked or watched the proceedings 
carefully. By this ingenious ar- 
rangement two of the workmen 
were idle all of the time and none 
was busy any of the time. It was 
labor’s contribution to a solution of 
the housing shortage and a strong 
bid for revolutionary methods of 
construction which already are in 
the offing. 
Slowly but surely restrictions which 
now retard production of building ma- 
terials will be relaxed; sooner or later 
there will be enough of everything 
needed to build a house ... except 
labor. 

* 
Greatest Single Commercial 
Opportunity 

ORTUNE magazine devoted its 

entire April, 1946, issue to hous- 
ing... an illuminating contribu- 
tion to the moot question of the 
day. Fourteen years ago the maga- 
zine observed that the mass pro- 
duction of houses was “perhaps the 
greatest single commercial oppor- 
tunity of the age.” 

The article quoted goes on to say 
that “what was then an opportu- 
nity of large but somewhat distant 
promise is now taking on a solid 
and most attractive shape” be- 
cause: (a) manufacturers who 
want to mass-produce houses can 
draw upon a surplus of industrial 
plants, a legacy of war; (b) new 
materials and new production tech- 
niques were developed during the 
war; (c) cheap and plentiful in- 
vestment capital; (d) a market 
desperately eager for anything 
with roof, walls and plumbing. 

That, according to our way of 
thinking, comes mighty close to 


being as favorable a setup as one 
can imagine. Under such condi- 
tions, many things are sure to hap- 
pen in a really big way. 
* * * 
What happens to housing today will 
certainly affect lumber dealers in the 
years to come. 
* * 
Paging Mr. Wyatt 

ABOR, shortly, will become the 

all-out problem of the construc- 
tion industry. The dream of build- 
ing 2,700,000 houses before the end 
of 1947 becomes sheer fantasy un- 
less it includes plans for recruiting 
the vast armies of workmen, in all 
trades, necessary to do the Hercu- 
lean job. In the late 30’s when the 
construction industry was just get- 
ting under way, after several star- 
vation years, there was an acute 
shortage of men in certain key 
trades in many areas. In the pres- 
ent emergency little has been said 
about who is going to do all the 
work in connection with the con- 
struction of 2,700,000 new houses. 
Nor is much of anything being 
done about it except to accept the 
glib promises of labor leaders that 
there will be plenty of labor of all 
kinds to do the job. Mebbe so! 


Resistance to change is’ ingrained 
deeply in the philosophy of the build- 
ing-trades unions. 


* % * 


Conventional Prefabs 


PRESENT -DAY prefabricators 
are producing basically conven- 
tional houses indoors, or manufac- 
turing larger parts for assembly on 
the building site. Through the use 
of high-speed machines, jigs and 
streamline assembly methods they 
produce standardized wall, floor and 
roof sections rapidly and economi- 
cally. Shipping costs frequently 
eat up the savings, however, and in 
many areas prefabs cost at least as 
much as would custom-built houses 
of the same size and quality. 
* * * 

There is an ample market for prefab 
houses if they can pass on to the cus- 
tomer some of the savings of mass 
production of standardized, larger 
building parts and give him a house 
that looks, feels and smells much like 
the one he was brought up in. 
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Turning Point 

ORTUNE points out that Hous- 

ing Expediter Wyatt’s proposals 
apply principally to the short-haul 
job of supplying the immediate 
needs of returning veterans and 
rightfully concerns itself but little 
with the equally important prob- 
lem of the long term market for 
other types of residential construc- 
tion. However, the current hous- 
ing shortage has brought the whole 
subject into such sharp focus that 
it may mark the turning point in 
the attempt to solve the profound 
economic and social problems 
grouped around the House. 

* * + 
The future housing. market breaks 
down into four major. types of dwell- 
ings: the conventional, custom-built 
house; the conventional, prefab; the 
real factory job; the apartment. 
% + %* 
The Custom-Built House 

N THE OPINION of Fortune, the 

custom-built house selling for 
from $6,000 to $60,000 is going to 
look more like home to most Ameri- 
cans for a great many years to 
come than the modernistic, func- 
tional-type, industrialized house. 
No doubt they will be bought and 
sold in much the same manner as 
today despite a fantastic complex- 
ity of building codes, union regula- 
tions, price and market agreements 
and ancient, self-imposed taboos. 
However, this type of construction 
is seriously handicapped by more 
than 2,000 building codes, embody- 
ing a rich diversity of obstacles to 
improvements inconstruction 
methods and the use of labor-sav- 
ing materials. 


The Industrialized House 

HIS TYPE of house will be en- 

tirely new, according to For- 
tune. It will be the product of new 
design, new engineering, new tech- 
nique and new materials. Typical 
example: Fuller’s revolutionary cir- 
cular house made of aluminum, 
stainless steel and plastics, instead 
of bricks and lumber, on standard 
equipment in the Beech Aircraft 
plant, Wichita, Kan. This interest- 
ing project was descibed in the 
March 30 issue of AMERICAN LUM- 
BERMAN and is attracting much at- 
tention, not all of it favorable.. 
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Miniature Kitchen Display 

A newly designed miniature 
kitchen which enables dealers to 
show prospects with three dimen- 
sional models how their kitchen will 
look when new steel equipment is 
installed, has been made available 


by Youngstown Kitchens. This new 
miniature has a floor, adjustable 
walls, and a complete set of model 
Youngstown cabinet sinks, base and 
wall cabinets and specialty cabinets. 
Models of a range, refrigerator, 
windows and doors also are in- 
cluded. Any combination of units 
for any size or shape of kitchen can 
be set up and will hold firmly in 
place. The detachable third wall 
can be adjusted to change the room 
size, enabling the user to match 
the walls of the Min-A-Kitchen 
with those of the prospect’s kitchen. 
For further details about this dis- 
play write Mullins Manufacturing 
corporation, Warren, Ohio. 


Asphalt Powder Mix 


A new water proofing, fireproof 
material has been introduced to the 
market for a paint, plastic water- 
proof coating, caulking compound, 
patching cement, adhesive or ex- 
pansion joint compound. It can be 
mixed to any consistency by simply 
adding any oil solvent (kerosene, 
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turpentine substitute, etc.). Using 
only the quantity needed, the rest 
will keep indefinitely, and is not 
impaired by heat, cold or dampness. 
Mixtite black is applicable for 
troweling or painting. Mixtite red 
and aluminum as paint. It is avail- 
able in an over-the-counter, walk- 
a-way package, in one, five and 
fifty pound bags; Mixtite red in 
four and one-half pound bags and 
Mixtite aluminum paint in three 
and one-half pound paper cartons. 
For more complete information 
write Rand-Williams Manufactur- 
ing company, 377 Broadway, New 
York 18. 


Metal Weatherstrip 


Dura-Seal metal weatherstrip 


and sash balance window equipment 
provides protection against cold, 
dampness, dust, dirt and soot. It 
gives easy operation because the 
and parting 
The 
unnecessary to 


complete run-ways 
stops are covered with metal. 
metal makes _ it 











paint the jambs. The friction con- 
tact principle is said to provide air- 
tight protection. On each side of 
the sash there are three friction 
contact points, one on either side 
of the metal in the groove, and one 
where the sash contacts the part- 
ing stop cover flare. A spiral 
spring is completely encased in a 
metal housing which fits into a 
groove in the sash. Dura-Seal is 
sed with a plank frame which per- 
mits the use of narrow mullions and 
trim. For complete information 
write to Zegers Inc., 5617 Harper 
avenue, Chicago 37, II. 
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SALES AIMS + UMERATURE 


Radiant Heating Book 

Designed to give the building 
trades information on the theory, 
broad principles and advantages of 
radiant heating and the practical 
problems involved in its installa- 
tion, a new book on radiant heating 
has been published. It has been 
the endeavor of the authors to pre- 
sent the story in language that will 
be understandable to all those who 
are enough interested in radiant 
heating to take the time to read the 
book. Divided into three sections, 
the first gives theory and applica- 
tion, with definition, history, fun- 
damentals, panel construction, 
panel requirements, etc. The second 
part gives the design procedure 
with requirements for a good in- 
stallation, and the third discusses 
copper radiant heated structures. 
This book may be obtained without 
charge by writing Chase Brass & 
Copper company, Waterbury 91, 
Conn. 


High Speed Saw 


Designed for fast cutting in 


wood, plastics, composition boards 
and asbestos cement products, the 
Zephyr 16 has just been announced 
by the DoALL company. Also ap- 
plicable to cutting %4 inch sheet 





steel, aluminum, brass, magnesium, 
etc., this saw has a 16 inch throat 
depth and a 10 inch thickness capa- 
city. The machine has an infinitely 
variable blade velocity from 1000 
to 5000 f.pm. It can cut arcs, 
circles or intricate contours, 
straight line, bevel, angle or com- 
pound angle. Hardened steel saw 
guides with roller back-up bearings 
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STANDARDIZED GRADE [Miebsbihh A tiled 
INSPECTED SHINGLES 











¥/TO THIS, DESIG- 
S NO. 1, NO. 2 
ACHED TO ALL 








Certigrade Red Cedar Shingles 


are a standardized and inspected 





NATING GRAG 
OR NO. 3,!1S 











product; each grade identified by 
the Certigrade Label under the ax se 

ss 
band stick. 


RED CEDAR SHINGLE BUREAU 


5508 WHITE BLDG., SEATTLE 1, WASHINGTON, U. S. A. 
METROPOLITAN BUILDING, VANCOUVER, B. C., CANADA 
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AMERICA’S FUTURE 
LUMBER SUPPLY 








_ Lumber Manufacturers and Tree Farmers _ 















Forests built America. Growing 


Pre-war Quality 


While Urania, like other Southern 
operators, is handicapped in main- 
taining output, every foot of 
Urania lumber being produced is 
definitely up to pre-war standards 
in every respect. Operating on a 
program of systematic reforesta- 
tion since 1904, Urania is looking 
forward to continuous service to its 
customers. 


Urania Lumber Co. 
Urania, Louisiana 


Members 
$.P.A. — §.P.1.8. — $.H.P.I. 


Forests will keep America Strong. 






The Forest Industry is growing trees 







... trees for future homes. There are 
945 Tree Farms in the United States 


covering over 11 million acres. Yes, 








the growing forests will keep 





America strong. 





EXECUTIVE OFFICES @ 461 MARKET ST. @ SAN FRANCISCO 5 


POPE TALBOT, INC. 
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Map your 
selling future 


with OZAN 
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HESE four Arkansas Counties are 

OZAN’s storehouse of growing, 
high quality OZAN shortleaf pine. 
Our scientific forest management pol- 
icy here guarantees your selling fu- 
ture in this famous product. 


Ozan LUMBER CO. 
Prescott, Ark. 














Soft in texture, 
light in weight, 
scientifically kiln 
dried, carefully 
machined and 
manufactured, 
Craig Mountain 
Ponderosa Pine 
has long been a 
favorite building 
lumber. 


While Craig 
Mountain is ex- 
periencing the 
same operating 
difficulties as 
other Pine mills, 
in due time we 
hope again to 
deliver the same 
satisfactory serv- 
ice as in former 
years. 


Member Western 
Pine Association 












CRAIG MOU 
Winchester,Idaho 
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hold the blade firm for straight cuts. 
Full information may be obtained 
from the DoALL company, 1301 
Washington avenue south, Minne- 
apolis 4. 


Managerial File 

The Managerial File is designed 
to give the busy man a filing me- 
dium with the security of privacy 
beside his desk. It is a desk-side 
unit, desk height with © sliding, 
fall-away top. The upper compart- 





ment expands, permitting greater 
accessibility and working space. 
The front returns to closed position 
upon closing the cover. The lower 
drawer operates on full ballbearing 
rollers and is equipped with an in- 
dividual lock so the lower section 
may remain locked while the upper 
section is in use. Hardware is satin 
finish bronze and large rubber cast- 
ers make the file easy to move 
about. It is built of steel and comes 
in olive green, walnut, or ma- 
hogany grained finishes. For fur- 
ther information write Northwest 
Metal Products company, 1337 E. 
Mason street, Green Bay, Wis. 


Plastic Screening 


A tinted plastic screening is 
being introduced this spring by 
Firestone. Made from Velon, a 
plastic filament, the new screening 
is said not to rust or corrode. Be- 
cause it is impervious to salt air, 
acids or alkalis as well as sun, heat 
and moisture, Velon screening will 
not deteriorate and because the 
color tint is integrated with the 
molecules that make up the plastic, 
it will not discolor or fade. A gar- 


-— 


den hose will wash away ail soot 
and dirt. The filaments are elas- 
tic and it is said will spring back 
to shape when hit. Although it is 
now being supplied in only one 
standard color—a cool green— 
there is no limit to the variety of 
tints that may be offered in the fu- 
ture when production facilities are 
further expanded. For further de- 
tails write Firestone News Bureau, 
Akron, Ohio. 


Housing Small Planes 


A new booklet Low Cost Housing 
for Small Airplanes is offered to 
retail building material dealers for 
promoting lumber sales after the 
housing program is well on the 
way. The booklet gives ten advan- 
tages for building wood hangars 
and gives layouts of low cost unit 
hangars, multiple unit hangars and 
repair shops. Completely detailed 
typical plans are also available. For 
the book and any further informa- 
tion write the Timber Engineering 
company, 1319 Eighteenth street 
N. W., Washington, D. C. 


Removable Slat Blind 


The universally-known venetian 
blind now makes its appearance 
with a startling new improvement. 
In the new blind the slats can be 
easily and completely removed, and 
as easily replaced, without remov- 


ing the blinds from the windows or 
in any way disturbing the rest of 
the arrangement. Not only can 
slats be removed for washing or re- 
finishing, but single damaged slats 
may be replaced, and with an extra 
set of slats on hand the window 
need never be bare. The cord is 
mounted adjacent to the ladder and 
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is run through notches or slots at 
the edge of the slat. Additional 
information on the removable slat 
blind may be obtained from Rupert 
N. Hoye, 2323 S. Michigan avenue, 
Chicago 16, Il. 


Utility Heating Room 


Featuring a Simpli-Fire room 
aimed primarily at eliminating the 
expense of full-basement construc- 
tion while retaining the desirable 
features of a basement heating 





plant and adequate space for coal 
storage, six new plans have been 
designed for homes to be heated 
with coal. The room, sunk slightly 
below frost line, is part of a 
kitchen-heating-laundry work wing. 
Warm floors are assured by circu- 
lation of heated air from the heat- 





ing room through two grills lead- 
ing to the space between first floor 
and ground level. Any conven- 
tional system can distribute the 
main flow of heat. The basic idea 
of the room is said to be flexible 
enough to be applied to various 
architectural styles. Special de- 
sign eliminates ash shoveling as 
ashes drop below furnace or boiler 
into. a can which is removed 
through outside wall and stored in 
an exterior areaway hidden by a 
flower box. Definitive drawings 
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CABINET HARDWARE 














Streamlined beauty and luxury 
at moderate cost makes Stream- 





lux one of our most popular 
patterns. Made of solid Neo Die 
Cast. Purity of the metal and 
“Beauty Seal” Chromium Plat- 
ings assure a brilliant finish of 
lasting beauty. 

Full scale production is now 
getting under way so your jobber 
will soon be able to serve you. 


ASK YOUR JOBBER! 


GENUINE 
4. \) 
COPYRIGHT 1946 Wy T.M. REG. U.S.-CANADA 


PRODUCTS 


DRAWER PULL 


AMERICAN CABINET HARDWARE 


c oR POR ATION 


ROCKFORD, ILLINOIS 
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Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
w 








SELLS ITSELF 


On Sheer Superiority 






» COTTON 
_» INSULATION 


Most efficient insulation known be- 
cause of its low "k" or heat conduc- 
tivity value. Sells itself on sheer 
merit. Easy and economical to stock, 
display and install. Lasts indefinitely. 


Write for Particulars 


A Product of 


LOCKPORT COTTON BATTING CO. 
Established 1870 Lockport, N. Y. 


WeDSTER 


ri nitformin 





COLOR_E 
TEXTURE- 
QUALITY 


rene hy, E. Webster Lumber Co. 


Kansas City, Mo. 











or complete blueprints will be avail- 
able on request at the Anthracite 
Institute, 101 Park avenue, New 
York. 


New Hardware Items 

A new way of selling hardware 
items and a new tubular latch are 
being introduced this month. Door- 
in-one packaging has a complete 
matched set for every door in the 
home. This form of merchandising 
offers simplified selection to the 





Soon to be available in 
fourteen designs, the package offers 
the consumer appropriate finishing 
hardware for use on all the more 


consumer. 


popular architectural styles. The 
new tubular lock has a square face 
and strike, made to meet the desire 
for fast and easy installation. It 
has factory fit dimensions, made to 
the Fir Door Institute specifica- 
tions. A speeial lubricant is ap- 
plied to the internal moving parts 
during assembly. These latches will 
soon be available in a variety of de- 
signs including a standard set, a 
closet door set, a bedroom or bath- 
room set made with a locking but- 
ton and emergency key. For fur- 
ther information about either of 
these items write P. & F. Corbin, 
New Britain, Conn. 


Rafter Lengths Book 

The new vest pocket rafter 
lengths book tells how to frame a 
hip, valley, or dormer roof very 
quickly. The book is a roofers ac- 
tuary giving lengths, level, plumb 
and side cuts for all rafters for 
any even pitched roof. Widths or 
span from 1 inch wide to 40 feet. 
There are 14 standard pitches from 
ly to &% to choose from. Lengths 
are figured to the closest 1/16 inch, 
angles to closest % degree. It 
gives cuts to be used on the square 
as well as degrees to be used with 
radial saws. All a carpenter need 





do is open the book to pitch page 
and find the information he needs 
to fabricate his roof on the ground. 
For more complete details write 
Builders’ Topic, Department A-L, 
310 Medical Arts Building, Seattle, 
Wash. 


Lumber Sealing Compound 


This new compound, with a spe- 
cially developed end coating, can be 
applied with spray gun or by brush. 
It is not a lead and oil paint, but 
a new product designed specifically 
to stop end checking. For further 
information about No. 464-A lum- 
ber sealing compound write Akron 
Paint and Varnish company, Akron 
11, Ohio. 


Glass in Homes 


Containing scores of suggestions 
for the use of glass in the home, the 
new booklet on the use of glass in 
the home offers many ideas to the 
dealer which he in turn can pass on 


MabE 





MAKING YOUR HOME MORE 


PiTesunedy 


There are ideas 
not only for those who are planning 
to build a new home, but for those 
who wish to remodel and modernize 


to his customers. 


their present home. For a copy of 
this booklet which shows many new 
trends in the use of glass write the 
Pittsburgh Plate Glass company, 
2096 Grant building, Pittsburgh 
19, Pa. 


Applying Insulation 


A new application data file has 
been published that tells how to 
measure and cut Kimsul insulation; 
where to install in new frame con- 
struction; where to install in ex- 
isting frame construction; how to 
insulate side walls of new frame 
construction, how to insulate ceil- 
ings from below and above in both 
new and existing construction; how 
to insulate rafter sections; how to 
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CHICAGO OFFICE ONLY. 


Address All Inquiries to Dept. “A” Chicago Office 


EDWARD HINES LUMBER CO. 


Dept. “— > 77 W. Washington St., CHICAGO 2, PLL. rrankiin'2580 


CUSTOM MILLWORKING FACILITIES ALSO AVAILABLE AT CHICAGO 


Milling-in-Transit -- Custom Kiln-Drying 


Quality Work Guaranteed 


Lumber to move in transit to Park Falls, Wisconsin for kiln drying, 
dressing or running to pattern. All arrangements to be made WITH 








Planing Mill Capacity 
3,000,000 Ft. per month 


Dry Kiln Capacity . 
600,000 Ft. per month 


























Users of 


WOOD FLOUR 


At our new semi - dimension 
plant in Memphis to go into 
operation early in May, we are 
setting up to reduce all saw- 
dust and shavings from the kiln 
dried soft southern hardwoods 
we use — Cottonwood, Poplar, 
Magnolia, etc. — into wood 
flour. Can blow directly into 
box cars for bulk shipment or 
will bag. 


Can offer one or two users ap- 
proximately a car a week, be- 
ginning early May. 


Carlton Smith 


Lumber - Dimension 
Bearden, Arkansas 





STOP End Checking!!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 
results. 


Not a “lead and oil” paint but a new product de- 
signed to do a particular job. 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 
to “end checking.” 


No. 464-A Lumber sealing compound is reasonably 
priced as follows: 


$1.50 PER GALLON IN 55 GALLON NON-RE- 
TURNABLE DRUMS 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 
F.O.B. AKRON, OHIO 


the Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 
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SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bead, Oregon 


“Member of the Western Pine Assecia- 
tion, Porttand, Oregon. 


CF ote Fe Werdooeh 











NEW YORK 


1604 Graybar Bidg. 
Mohawk 4-9117 





DISTRIBUTORS OF 


SHEVUIN PINE 


Reg. U. S. Pat. Of. 
EXECUTIVE OFPICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











CHICAGO 
1863 LaSelle-Wacker Bidg. 
telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 7041 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4 & thicker, but 
mostly 4/4" Pine, Maple, Birch. Beech, 
Poplar, Gum, Willow, Oak. Magnolia, 
etc. Prefer upper grades but can use 
crating. etc., grades also. ED or AD, 
Rough or surfaced. Can use RW&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 
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Sketches of 69 floor 
plans of small one-story 

houses with 72 exteriors styled 
Colonial, English, Spanish, Moderne. Several 
to many of these exteriors may be used with 
each floor plan making possible HUNDREDS 
ef COMBINATIONS! Sample copy $1.00. 20 
or more copies 50c each. Cash with order. 
Sells for $1.25. Counter display card fur- 
nished to stores. NOW is the TIME to cash 
in on this TIMELY BUSINESS. 


H. P. JONES 
486AL Brandeis Th. Bldg.. Omaha 2, Nebr. 





Gives Siding Jobs Improved 





Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
‘ tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 












Kokomo, Ind. 





WANTED 


CHERRY—4/4, 5/4, 6/4 & 8/4, t2 Com&Btr <> 
ou 


Birch — 4/4, 5/4, 6/4 & 8/4, #2 Com. & Btr. 
Basswood — 4/4, 5/4, 6/4 & 8/4, £2 Com. & Btr. 
Poplar - 4/4, 5/4, 6/4 & 8/4, 22 Com. & Btr. 
8. Maple - 4/4, 5/4, 6/4 & 8/4, 22 Com. & Btr. 
H. Maple - 4/4, — — & 8/4, #2 Com. & Btr. 
Beech — 4/4, — 2 Com Br. 


-— «= » & 
WARREN ROSS LUMBER CO. 
Falconer, N. Y. 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engineering Service and Estimat i 
Obigation — Send Us Your Inquire 
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insulate floors and floored attics; 
ventilating insulated structures; 
and how to fasten Kimsul. Each 
topic has been printed on a sepa- 
rate sheet that has been punched 
for insertion in a loose-leaf note- 
book or else left in the pocket of 
the data file. For further infor- 
mation about receiving this data 
file write the Kimberly-Clark cor- 
poration, Neenah, Wis. 


New Floor Sander 


Skilsaw, Inc. announces a new 86 
pound drum type sander of simpli- 
fied design and operation to enable 
the inexperienced operator to ob- 
tain good results when sanding 
floors at home. One of the features 
is a patented drum lift which auto- 
matically raises and lowers the 


as 


os 






drum at the wall, tapering or 
feathering the cut. Only one 
wrench is needed to clamp or re- 
lease the sanding paper. The same 
wrench adjusts the height of the 
operating handle and removes the 
belt guard cover. The entire ma- 
chine never needs lubrication. Sim- 
plified yet complete instructions 
for operation are contained on a 
steel plate which is permanently at- 
tached to the machine. For further 
information write Skilsaw Inc., 
5033 Elston avenue, Chicago 30, 
Til. 


Home Plan Book 

Sketches of 69 floor plans of 
small, one-story homes with 72 
Colonial, English, Spanish and 
modern exteriors are included in 
the Tailored Homes plan _ book 
which is available for resale to cus- 
tomers. Several different exteriors 
may be used with each floor plan, 
which offers a great variety of com- 
binations. Counter display cards 
are offered the dealer. For further 
information about the plan book 
write H. P. Jones, 486 AL, Brandeis 
Theater building, Omaha 2, Nebr. 





Home Freezer 

Features of the new Maytag 
home freezer which will soon be 
ready for shipment to dealers have 
been announced. The unit has a 
locker of six cubic feet with an 
operating temperature of zero 
fahrenheit in all climates. The 
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unit will hold 300 pounds of meat 
or 180 pounds of fruit and vege- 
tables, or an average of 240 pounds 
of mixed packages. Finished in 
gleaming white synthetic enamel 
with stainless steel trim, the cabi- 
net is 471% inches long, 29 inches 
wide and 32 inches tall. It is fitted 
with an acid-resisting porcelain 
enamel table top, with an adjustable 
drop-leaf which can be used as a 
breakfast or dinette unit. A con- 
venient defrosting pan is located on 
top of the unit to speed defrosting. 
For more complete details write the 
Maytag company, Newton, Iowa. 


New Floor Varnish 


Following several years of re- 
search and exploration, the labora- 
tories of Devoe & Raynolds have 
evolved a new floor varnish. This 
product dries in four hours, is dust 





free in one hour and resists hot or 
cold water, fruit acids, soapy alkali 
solutions and alcohol in such prod- 
ucts as perfumes, toilet waters or 
beverages. A window display, ad- 
justable in size, opening to a full 
width of five feet, plus point of sale 
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counter display are available, along 
with direct-by-mail brochures bear- 
ing dealer imprint. For further in- 
formation write Devoe & Raynolds 
company, 44th street and First ave- 
nue, New York 17, N. Y. 


Magnesium Wedges 


Using a certain maguesivm alloy, ' 


a new wedge is being manufac- 
tured. Used with a power chain 
saw for falling and bucking logs, 
it is said to lengthen the life of the 
saw teeth and lesser time lost in 
filing. The company also marufac- 
tures a megnesium sledge, iron 
weighted and balanced, to be used 
with the wedges. The draw or 
bucking wedge is approximately 4 
by 8 inches, and the sledge weighs 
5% pounds without the handle. For 
further information write the 
Michigan Wedge company, South 
street, Sturgis, Mich. 


New Furnace Unit 

A new furnace unit, the Whirl- 
O-Matic, which produces both steam 
or hot water heat and domestic hot 
water has just been developed. De- 
signed for the home, the unit can 





be installed in a new home or 
adapted to present heating systems. 
It combines boiler, fuel oil burner 
and factory installed combustion 
controls in a modern cabinet 36 
inches high, 42 inches long and 22 
inches wide. The unit is supplied 
with all necessary parts, requiring 
only installation of piping connec- 
tions. Additional information may 
be obtained by writing Persiro 
Manufacturing corporation, 38 Keer 
avenue, Newark 8, N. J. 


Bird Houses, Feeders 

Catering to man’s’ feathered 
friends, the Hyde Bird Feeder com- 
pany manufactures a complete line 
of bird houses and feeders. These 
include houses, shelters and feeding 
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PRECISION MACHINES... 


Are Battling to Overcome 
Tremendous Backlog Demand for... 























Trade-Mark Reg. U.S. Pat. Off. 


LUMBER 


Under the tremendous pressure of backlog demand, mills will 
be tempted to eliminate every possible finishing operation. 

At Essco mills this is considered false economy. Take, for 
example, the two extra operations involved in bringing you 
End-Lokt lumber. 

It is belt fed on speedy two-headed machines. Shown here is 
the machine head which cuts the tongues on one end, which 
precisely match the end grooves cut by the’ other head of the 
machine. A grader closely inspects every piece and passes to 
the bundling machines. 

The additional time required to precision tongue and groove 
the ends is more than offset by the extra footage of quality lum- 
ber recovered. Actually the production of finished lumber from a 
given timber cut is materially increased. In the face of existing 
logging conditions, this is an advantage that will stand you in 
good stead. ] 

End-Lokt lumber brings eleven other advantages all along the 
line—in transportation, in yarding and on the site. 


1111 R. A. LONG BUILDING KANSAS CITY 6, MISSOURI 
| Southern Pine e¢ Southern Hardwoods e Ponderosa Pine e West Coast Woec- 
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stations to be placed in the yard, 
feeders for the window sill, groups 


of houses for colonies, and the 
weather vane revolving feeder that 
turns with the wind to keep the 
birds sheltered. Each house is 
built for a specific bird and his 
habits. For further information 
about these bird houses for over- 
the-counter sales write Hyde Bird 
Feeder company, 360 Mystic ave- 
nue, Somerville 45, Mass. 








When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 








Combination Window 

Currently appearing on the scene 
is a new combination storm and 
screen window, the Ee-Ze-Do. There 
is no hardware to be handled in 
making changes from glass to 
screen inserts. The inserts are held 
in place by a simple concealed 
spring arrangement which never 
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—— 


has to be handled or adjusted, and 
which serves also to prevent 
rattling and binding. A lift of a 
quarter of an inch releases the 
lower insert from its groove and 
it is then pulled forward and out. 
The upper insert slides down and 
out the same way. Ventilation is 
provided by pulling the lower in- 
sert out of its groove and letting it 
rest on the sill. For more com- 
plete details write Smalley Prod- 
ucts company, 269 Thames street, 
Groton, Conn. 


Automatic Garage Opener 
Driv-Rite-In is an automatic 
opener for over-head garage doors. 
The remote control switch can be 
connected at any convenient point 
on the driveway. When the key is 
inserted the doors open automati- 
cally and the garage lights up. It 
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closes and locks door from inside 
with a button, and will operate 
either double or single overhead 
doors. The movement of the door 
can be stopped from inside or out- 
side of garage by pressing a stop 
button, and can be operated manu- 
ally without disconnecting the 
drive mechanism. The unit can 
be connected by ceiling light wir- 
ing. For further information write 
the Era Meter company, 3940 Kil- 
patrick avenue, Chicago 41, Il. 


Hy-Liters 


New Hy-Liters provide intense 
spot or flood lighting effects for 
high-lighting merchandise displays 
and show windows. They feature 
easy adjustment within a 90 degree 





are downward in all directions. The 
light is quickly directed by simply 
turning and tilting the louvres to 
the desired direction. The 150 watt 
lamps are well shielded by concen- 
tric louvres which appear almost 
translucent when illuminated. They 
are made in two styles, for surface 
or recessed mounting. They have 
knock-out and wiring channels so 
they may be easily used as individ- 
ual luminaries or mounted in con- 
tinuous rows with fluorescents. For 
further information write the Ed- 
win F. Guth company, 2615 Wash- 
ington avenue, St. Louis 3, Mo. 


Prefabricated Garage 


Shipped in knock-down sections 
to be assembled in a few hours, the 
Plasticlad garage is made of all- 
The roofing and 


steel construction. 





siding sheets are of high-strength 
steel protected outside and inside 
with a double coat of plastic resin, 
electrostatically applied, which is 





said to resist acid fumes, alkalies, 
alcohol, oil and gasoline. Designed 
primarily as a garage, the building 
has many other uses as a utility 
building, especially on the farm. A 
steel-armored grid floor is available 
if desired. For more complete de- 
tails write the Reliance Steel Prod- 
ucts company, McKeesport, Pa. 





The Bootleggers Are Back! 
(Continued from Page 32) 


mits in the city of Houston for the 
year 1946 up to April 14 total $31,- 
601,987 compared with $7,568,803 
in 1945 during the same period. 
For the first time in the history of 
the city permits for residential 
construction topped industrial per- 
mits during the week ending April 
14 when permits issued totaled 
$1,050,621. This building is actu- 
ally under way and can be viewed 
by anyone visiting not only in 
Houston but any city in that section 
of east Texas. Lumber and other 
building materials are scattered 
profusely about the cities but a 
five-minute talk with any legitimate 
lumber dealer will convince anyone 
that it did not come through his 
lumber yard. He can point to 
empty lumber sheds that obviously 
have not held any lumber stocks 
for months, while at the same time 
huge trailer-trucks are passing his 
place of business loaded to capacity 
with black market lumber. 

In spite of all this building, how- 
ever, there is as serious a shortage 
of good construction lumber in most 
sections of the yellow pine country 
as there is in the nation as a whole. 
This is primarily due to the fact 
that so many sawmill operations 
are either shut down entirely or 
are operating under curtailed cut- 
ting schedules because of inability 
to show a profit under legal OPA 
ceiling prices, which many sawmill 
operators do not choose to violate. 
If these law-abiding mills were to 
operate at capacity at prices per- 
mitting a profit lumber could be 
distributed through all retail lum- 
ber yards to a wider area to permit 
even more building in more cities. 

Under present conditions the 
postwar building boom is on in the 
South, supplied with black market 
lumber while the legitimate lumber 
dealers who contributed of their 
time, money, business, sons and 
daughters to win the war to pre- 
serve free enterprise sit by and see 
a horde of law-violating newcomers 
in their industry reaping more 
profits faster than they had ever 
hoped to do in the postwar period. 
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“LUMBER FOR EVERY PURPOSE” 


e We can serve you in finance, storage, sales 
and distribution of your product in this market 


WM. C. SCHREIBER LUMBER CO. 


WAREHOUSE: 2271 LUMBER ST., 
CHICAGO 16, ILL. 





















Anaconda Copper diab 


Mining Co. i ll 


] 


Lumber Department S < EK. WA KW 
Sy DEEN NONI RRA 


Bonner, Mont. 


) 


Not Enough to Go Around! 


Manufacturers of 


Nylons and lumber have a lot in common— 


. . right now—big demand—small supply. 
Ponderosa Pine, Fir and | 
In due course both nylons and lumber will be 
Larch Lumber plentiful . . . and then, while Ferguson won't 


have any sheer nylons to offer, we will have 
splendid LUMBER VALUES, in keeping with 
our famous PRE-WAR STANDARDS. 


W. T. FERGUSON LUMBER CO. 


ST. LOUIS 1, MISSOURI 











Quality Lumber 


for 58 Years ... 7 CALIFORNIA SUGAR PINE 
Pane Pes Wander WESTERN WHITE SPRUCE 


WINTON LUMBER SALES CO. fos4ay Jower.MINNEAPOLIS 2, MINN. 


PONDEROSA PINE 
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Senate Expected to Approve House-Battered 
OPA Bill After Considerable Delay 


HE HOUSE by a vote of 335 to 

42 passed and sent to the Sen- 

ate what the Washington Star 

called a “much battered OPA bill.” 

The Star further described this 

event as “one of President Tru- 

man’s worst legislative defeats 

since he entered the White House 
a year ago.” 

For the record, a brief synopsis 
of what emerged from the effort: 

1. The bill, as passed by the 
House, extended the life of the price 
control agency by nine months in- 
stead of the year asked for by the 
President. This means until the end 
of March, 1947. 

2. It provided for the ending of 
food subsidy payments. Meat subsi- 
dies are to be stopped as of June 
30; others by December 31. In all 
cases, when these payments are 
stopped, the OPA is to allow prices 
to rise enough to cover the loss. 

3. It required OPA to fix prices 
so as to guarantee such manufac- 
turer and distributor, including re- 
tailers, a reasonable profit on each 
item produced and handled. This 
amendment was offered by Jesse 
Wolcott, of Michigan. 

4. The bill provided that when 
output of any commodity reaches a 
volume equal to the rate of produc- 
tion in 1941, OPA must remove the 
price ceiling from that line. The 
industry advisory committees are 
to have an important part in mea- 
suring production and determining 
when a given ceiling price is to be 
removed. 

5. It repealed MAP (OPA’s 
“maximum average price” order), 
which required manufacturers to 
produce low-cost clothing. 

6. It blocked OPA interference 
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with normal profit or discount 
margins, of wholesalers and retail- 
ers, on so-called reconversion items; 
such as radios, cars and refriger- 
ators. 

On one point the House reversed 
itself; first voting to remove price 
control from meats, later voting to 
continue those controls. 


House Insurgency 
This much-amended bill is now 
before the Senate; and veteran 








Dealers Take Vote on 
Closing Lumber Yards 


Lumber yards in the Northwestern 
Lumbermens association territory 
were being polled this week on a pro- 
posal to close in protest against 
muddled conditions in the nation’s re- 
tail lumber, building material and con- 
struction industry. 

Secretary W. H. Badeaux stated the 
closing would be specifically in protest 
against: 

1. The scandalous black market 
conditions in the South and on the 
West Coast now permitting construc- 
tion of thousands of homes while the 
northwest is unable to obtain supplies. 

2. Export of much of the nation’s 
building materials so badly needed 
domestically. 

3. Unfair discrimination against 
farmers and home owners under the 
new priority and building restriction 
orders. 

4. The unrealistic and impractical 
OPA price ceilings on lumber and 
other building materials. 

Preliminary returns on the ballot 
indicated a strong trend by the retail 
lumber dealers for closing their estab- 
lishments to graphically register their 
protests against these _ conditions. 
About 2,400 yards are included in the 
poll in the four states of lowa, Minne- 
sota, North and South Dakota which 
embraces the Northwestern Lumber- 
mens association membership. 











news men predict it will be June 
before the Senate has acted and the 
probable differences between House 
and Senate versions have been 
agreed upon. The speed, or lack of 
it, with which Congress completes 
work on the OPA extension, will 
depend in part upon behind-the- 
scenes arrangements. If the Senate 
is disposed to go along with the 
House, and if the President is dis- 
posed to sign the amended bill, it 
may come up for final action soon. 
If the Senate agrees and the Pres- 
ident does not, the act may not go 
to the White House until the pres- 
ent law is about to expire; leaving 
little or no time for reconsideration 
in the event of a veto. 

The House version, at least in 
broad outline, is satisfactory to this 
industry. Most lumbermen, at least 
those who spoke up during the 
hearings, would prefer to have the 
OPA liquidated rather than ex- 
tended. There are a good many 
reasons for this preference on the 
part of the industry; chief of which 
seems to be the destructive methods 
followed by the agency in applying 
its controls. 

Lumber retailers wanted a speci- 
fic amendment forbidding the con- 
tinuation of the OPA policy of 
requiring distributors to absorb 
price advances granted to manufac- 
turers. This was not passed by the 
House; but the number three pro- 
vision listed above, the guaranty of 
a reasonable profit on each item 
produced and handled, accomplishes 
approximately the same result. 

Incidentally, it is this provision 
that seems to raise the loudest out- 
cries on the part of the OPA. The 
objection appears to be double. 
First, that a free enterprise of the 
provision would, or could, end all 
price control; and, second, that 
while it really is a statement of 
policy it is written as a regulation. 
The OPA declares that “guaran- 
teeing” a profit on every item to 
every manufacturer and distributor 
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For low-cost housing 


PAR-TOX 


wood treatment assures lifetime 
freedom from the ravages of rot 
or termites. 





For a tight sash seal that prevents 
infiltration of moisture and cold 
air — use 


PARKER'S 
PRIMERLESS 
PUTTY 













"IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


More than 75 years 
of service tothe sash 
and door industry. 


BACK AGAIN! 


Pure Copper Home Protection 
at Ys the Normal Cost 


MEET THE 


Symbol of Sisalkraft 
Products — guardian 
of your comfort — 
Protector of your 
home investment. 


YES, it’s here again — the same fine Copper Armored 
Sisalkraft you sold before the war — now ready for new 
building! Ideal for all concealed flashing, and foundation 
damp coursing, easy-to-use as paper — will not kink, break 
or tear—gives your customers enduring copper protection im- 
permeable to the elements. Write for folder and free sample! 


pre SISALKRAFT Co. 203 3. 4*"" ae 





UNSEEN GUARDIAN 








FOR SALE 
Ponderosa Pine 


Wholesale ceiling prices— 
Car lots—Direct shipment. 


In exchange for Southern or Appalachian 
hardwood to be bought on same basis. 


Penberthy Lumber Co. 


5800 S. Boyle Ave. Los Angeles 11, Calif. 




















Post-Free Building 


in Your Yard! 


Means even more efficient operation. Quicker handling. 
Easier piling all the way up between trusses. Space fully oc- 
cupied—no blank spots! 





Build this modern way. 
column-clear spans. 
complete details. 


AMERICAN ROOF TRUSS CO. 


6848 Stony Island Ave., Chicago 49 -- Plaza 1772 


Use American trusses for popular, 
Long lasting, low cost. Write today for 





SPOT CORD 


REG- U.S. PAT. OFF. 





Se 


556.0 S wat cE. 


— the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 
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J. W. Wells Lumber Co. 


Montgomery I, Alabama 


Manufacturers 
Southern Hardwoods and Pine 


— Badly oversold now — 
But doing our best to catch up 
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HANDLING IN YOUR YARD 





Save space — time 
— costs — release 
men for productive 
work — handle lum- 
ber with conveyors. 


Write for special 
bulletin, AL-46, de- 
scribing Standard 
Conveyors designed 
to speed and cut 
the cost of han- 
dling in lumber and 
building supply 
yards. 





STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 








Our flooring plant is modern through- 
out. For well-manufactured Maple 
and Birch flooring specify “Diamond 
Hard.” 








LINDSEY ~ zene 


Fa Position 


Self-Loading = Zezz- 
Skidders = 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 


Laurel, - Miss. 











SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F { R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 
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WASHINGTON 


would give the agency an impossible 
job of determining what is a 
“reasonable” profit, performing a 
gigantic cost-accounting task and 
policing the countless millions of 
transactions that make up the pat- 
tern of U. S. business. The agency 
adds that at no time in the history 
of American commerce has any 
company ever made a profit on 
every transaction; adds also that, 
had this rule of a profit on every 
transaction been followed literally, 
many a giant corporation would 
have perished in its infancy. Most 
of them got started by underselling 
competition at a loss. That’s the 
OPA story. 

While the House, during the past 
year, has repeatedly ignored the 
President’s requests in regard to 
legislation, in dealing with this 
OPA bill it reached new and unex- 
pected heights of insurgency and 
independence. Only a day or two 
before the final vote was taken, a 
Washington lumber official said he 
feared the hard work done by the 
industry might go for nothing; that 
the Representatives might take to 
cover and vote for the Administra- 
tion’s bill to extend the life of the 
agency for a year without adding 
any essential changes. He men- 
tioned the fact that according to 
public-opinion polls the voters fav- 
ored continuing price control by a 
margin of about seven to three; 
and most of this top-heavy majority 
seemed to fear any major amend- 
ments lest this release an inflation 
spiral among the cost-of-living 
items. Furthermore, the opponents 
of change in the law were prepared 
to introduce such swarms of 
amendments that Representatives 
who were anxious to get home for 
the spring vacation might well be- 
come hopeless about dealing with 
them, brush them all off and vote 
the straight extension. 


How Come? 


But it didn’t happen that way; 
and there are a hundred explana- 
tions, all of them different. 

There were, of course, protests. 
A group of 63 House members gave 
out a statement to the effect that 
OPA had been sunk by an unholy 
alliance of paid lobbyists; and that 
those who voted for the guaranteed- 
profits amendment were pawning 
the people’s future for the favor 
of profiteers. Reuther, of UAW, 
said that if the country were to be 








plunged into a storm of inflation by 
the virtual destruction of price 
controls, then he would reopen the 
recently settled case of wage rates 
with General Motors. Philip Mur- 
ray, of the CIO, set the membership 
of his unions to protesting against 
the House bill to their Congress- 
men. Bowles called the bill “impos- 
sible” and said he did not see what 
could be done to maintain price 
controls under it. Porter predicted 
a 50 per cent increase in consumers’ 
prices as a possible result of such 
action. 

But there are reasons for the 
action of the House; and these 
reasons go beyond the charges of 
weak yielding to lobby pressure and 
the playing of politics with the pub- 
lic welfare. The Washington Post, 
while taking a dim view of the pub- 
lic service rendered by the House 
majority, admits that a good deal 
of the anti-OPA propaganda has 
been useful in revealing the exis- 
tence of abuses and in suggesting 
remedial measures. The Times- 
Herald says price controls were a 
wartime emergency step and per- 
haps necessary; but that this is 
supposed to be a free-enterprise, 
supply-and-demand country. The 
war is over, so it’s time to call off 
the price controls and to override 
the attempts of the bureaucrats to 
make their jobs perpetual. 


The Senate 


What will the Senate do about the 
OPA? At the moment it’s anybody’s 
guess. In part it depends upon what 
the agency itself does in the brief 
interval before the Senate takes up 
the bill; whether it shows any real 
disposition to correct its wholly un- 
necessary errors. It also depends 
upon the reaction of the country 
to the House action. 

Early belief was that the Senate 
would modify the House action; in 
fact that the House carefully 
avoided killing the extension bill, 
just to give the Senate this chance. 
However, estimates at this writing 
are that the Senate will pass essen- 
tially the same sort of bill; dif- 
fering only in minor phrases. The 
amendment setting up costs plus 
reasonable profits for all items 
handled is likely to remain in the 
Senate version. The Senators may 
call it by a different name; such as 
“margins” instead of profits, if that 
makes any difference. Senator 
Wherry, of Nebraska, the Republi- 
can whip is supporting the House 
amendments. Other senators inter- 
ested in lumber and agriculture are 
taking a similar stand. 

The chances appear to be favor- 
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able that two changes earnestly de- 
sired by the nation’s lumber retail- 
ers will emerge from this tempest. 
A reasonable return for lumber pro- 
ducers, making for a higher tide 
of lumber supplies; and a reason- 
able profit to retailers on the build- 
ing materials that they handle. 
The Expediter 

The adjournment of the House 
for a spring vacation—the Senate 
continues on the job—operated to 
delay final conference agreement on 
the so-called emergency housing 
legislation. This is the bill supposed 
to provide the 2,700,000 houses this 
year and next. The points at issue 
between Senate and House are the 
$600,000,000 in subsidies and the 
plan to underwrite experimenta- 
tions in new building materials and 
in prefabrication. A four-hour 
struggle by the conferees, with the 
House waiting around to deal with 
any conference agreement before 
going home, got exactly nowhere. 
Various Congressmen were gloomy 
about the possibility of House and 
Senate agreement even after the 
House reopens for business in May. 

Meanwhile Mr. Wyatt is getting 
ready to channel about half the ma- 
terials available for residential con- 





struction into houses costing less 
than $10,000. This is hardly news, 
since it’s been talked about for 
weeks; but the specific orders took 
quite a while to prepare. 

The Wyatt plan, we’re told, is 
to get a lot of moderately priced 
houses built for rent. It’s a good 
trick if the Expediter can do it. 
Something like half the priorities 
for houses costing between $6,000 
and $8,500 will be given to builders 
who agree to rent the finished jobs 
rather than to sell them. An earnest 
effort will be made to increase the 
number of new houses in the $6,000 
class. 

A revision of P. R. 33 and an 
amendment of Directive 42 give to 
NHA authority over applications 
for priority assistance on housing. 
Farm dwelling applications wil] 
continue to be handled by County 
Agricultural Conservation Commit- 
tees. 

Applicants building for veterans, 
either sale or rental, must state a 
price not to exceed $10,000. But 
curiously enough no price limit 
seems to prevail if the veteran ap- 
plies in his own name. This, it 
seems, was not an error but was 
done purposely. The veteran must 


build for himself, and he must state 
the estimated price of the house in 
his application. 

CPA retains authority over non- 
housing construction under VHP-1. 

There are indirect evidences that 
the Housing Expediter expects 
building materials to be not plenti- 
ful, but at least not quite so tight. 
This is found in the fact that con- 
trols in regard to industrial and 
commercial construction are not so 
rigid as the industry anticipated. 
They’re far from soft; but an hon- 
est story seems to be listened to 
with respect and even sympathy. If 
the project will help produce needed 
goods or promote community 
health, safety or welfare and will 
not draw too heavily upon scarce 
building materials, the CPA men 
are likely to approve it. 

However, don’t infer too much 
from these things. Those who 
should know tell us the building 
industry, at least through the cur- 
rent emergency of this year and 
next, is going to be Uncle Sam’s 
baby. In other words it'll be a 
publicly controlled industry, so far 
as over-all directing and planning 
are concerned. Not so good; but 
that’s the story as we hear it. 








Patent Pending 


MAGNESIUM WEDGES sifoces 
FOR CHAIN SAW OPERATORS 





Something every chain saw operator should have. Prevent dam- 
age to saw teeth or axe blade. Substantially reduce time lost in 





Weigh only 
Vy as much 


steel 
wedges. 


AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





filing. Saws last 2 to 4 times as long. Tough, strong wedges 
of superior stability—last indefinitely when you use our Mag- 
nesium Sledge (iron weighted and balanced.) 


Send Today for Price Leaflet. 


Michigan Wedge Co., Sturgis, Mich. 
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Manufacturers: Circular Sawmills, Edgers, Trimmers, and Accessory Equipmen 





NS) Branches: Little Rock. Ark. ¢ Natchez, Miss. ¢ Portland, Ore. ¢ Seattle, Was \ 
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Automatic Dry Kiln Car Lumber Stackers 

Dry Kiln Car Gravity Flow Unloaders 

Planer Feed Elevators 
Hydraulic & Electric Elevating Tables 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Electric Lumber Transfers 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 


MANUFACTURING COMPANY INC. 


2119 Pacific Avenue, Tacoma 2, Washington 


ELEVATORS 
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we LUMBER that is “engineered” for 


FROM THE FORESTS OF THE WORLD - Fir, Pine, 





Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for” Teleply Ticker” Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. @ CHICAGO 22, ILL 


greater beauty, size, strength, 
lightness, weather-and-wear resis- 
tance characteristics. 
E *WOOD 





MEMORANDUM To: £. £. / 


J mk PORTABLE SAW MILLS 
roduced and sold by 


are being Pp 
AMERICAN SAW MILL MACHINERY CO. 


than by any other manufacturer. 










matt be good! Lit wile thew 


eaddts? HACKETISTOWN, N.J. bet 72 





H. B. Jordan, Gen. Mgr. C. M. Jordan, Treasurer 
C. W. Jordan, Sales Mgr. J. B. Deutsch, Detroit Mgr. 


® 2 ® 


Clarke County Lumber Company 
Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


7 * * 
Phone: TEmple 1-2924 Phone: L. D. 167 
834 Maccabees Bldg. Anderson Building 
DETROIT 2, MICH. THOMASVILLE, ALA. 
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KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 
THE KENT MACHINE COMPANY 
117 Portage St. Cuyahoga Falls, 0. 











As soon as the present 
abnormal lumber situa- 
tion clears, buyers can 
depend on it that we'll 
resume dependable 
service in western woods 
as quickly as possible. 


Briain LUMBER CO.) 
____ FAILING BLOG. PORTLANO.ORE. | 








H ALL STEEL H 
American biunsseve Load Binder 
[Saat ich WIRE: 9. (Geedveer Pattern) 
ly. pwrensest - « « forged 
lest to use. . . most GEDSED 
Fores “sizes” write ter 
circular and full infor- 
mation. 








“American” line of Loge 
ging Tools and Appli- 
ances is the best on the 
market. Catalog on re- 
quest. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 








' RAINELLE, W. VA. (: 


All “Cream of the 
West Virginia BETA hak XkeEy Appalachians” 
1 


STEPPING & RISERS FLOORING--Red & TRIM &MOULDINGS Solid or Edge-Glued 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, Dimension Maple, 
BEVEL SIDING--Poplar Birch and Beech Poplar, Oak, Basswood Oak and Poplar 








Importers of 


TROPICAL WOODS 


(Balsa — Rosewood — Others) 
F. C. LUTHI & CO. "sy cee. thitt 


Chicago Office: Rupert N. Hoye, 2323 South 
ichigan Avenue, Chicago 16. 











BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 


struction, Etc. 
WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 
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Favorable Market Conditions, 
But Not for Legitimate Dealer 


Almost everything pointed to a good lumber market. 
3ad weather, which had slowed operations for many 
months, had improved. Labor troubles, long a thorn 
in the side of many operators, had been settled, at 
least temporarily. Ceiling prices increased slightly. 
Equipment was coming through, but slowly. The De- 
partment of Commerce, optimistic in an ostrich-in- 
the-sand sort of way, predicted a “gradual easing of 
the tight domestic lumber supply.” 

But the fact remained, despite these encouraging 
signs, that the lumber market was in poor shape. Bins 
were lowest in the history of most retailers. Scores 
of lumber mills, unable to do a legal business, closed. 
The black market was never blacker. 

Boom in South 

OPA sent investigators scurrying through lumber 
yards checking alleged violators. In the South, a ter- 
rific building boom was underway while retail yard- 
men sat back and watched. Black market operators 
were doing their peak business. No. 1 hardwood floor- 
ing (OPA ceiling $140 per thousand) brought $225 
to $350 in the black market. The report from that 
area was that OPA was a legend. 

With the deadline near when OPA’s fate must be 
decided, that agency started liberalizing price ceilings 
with considerable abandonment. The lumber industry 
was not forgotten and the attempt to pacify one seg- 
ment did not go unnoticed by one of its spokesmen. 

Speaking of the Western Pine increase announced 
earlier, but just now effective, H. Henry C. McQuat- 
ters, Flagstaff, Ariz., representing producers of this 
species, said: 

“OPA is only fooling the veterans and the public 
when it brags that its generous price increase will 
spur production of Western Pine lumber. Actually, 
about all this half-a-loaf increase can do is prevent 
further decreases in the prescnt low rate of produc- 
tion, a rate which will result in the loss of enough 
lumber for 250,000 average houses.” 

Increases Announced 

OPA announced two increases effective at once: 
boost averaging $4.60 for each thousand board feet 
of Western Pine; a 7 percent increase on southern 
hardwood. Customers will pay increased ceilings until 
OPA has investigated the ability of distributors to 
bear the increases. 

Average increase for southern hardwood was $3.35 
per thousand board feet. Timbers, dimension and con- 
struction boards were not granted ceiling increases. 

West Coast reported the weekly average production 
in March was 122,692,000 board feet or 84.7 percent 
of 1942-1945 average. The industry’s unfilled order 
file stood at 636,039,000 board feet; gross stocks at 
375,421,000. 

That was the picture around the country. Demand 
for lumber continued high as it had been for many 
months, but there was little indication that the supply 
of legitimate lumber was increasing. Many mills were 
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Sell BILCO 


BULKHEAD DOORS 


Permanent, Fireproor 


CELLAR EXIT AND ENTRANCE 


Copper Steel Doors that 
give a lifetime of satis- 
faction. Will not knock 
or blow shut. Attrac- 
tive, neat and strong. 





Made in three standard 
sizes. Also in special sizes. 
Easily and quickly installed. 
Bolt securely. Always op- 
erate smoothly. Fireproof. 







Automatic 
Safety 
Catch 








COMPLETE 
Bulkhead Doors 
Packaged for 
Shipment 





DEALERS BILCO MFG. CO., 153 Hallock Ave., 


ni P = Haven, Conn. 
rite tor older 
WANTED Sidewalk Doors °® Steel Roof Scuttles 





Here's A Market Just Begging To Be Sold 








Cash-/n with the 
line That Sells on Sight! 


WEATHER £50 TA 


COMBINATION WINDOWS & DOORS 




















Big Sales . . . Big Profits . . . when you 
sell Weather- Vane’ s year-round, all-weather 
Storm Sash-Screen Combination windows. 
Your sale is made when customers see 
Weather-Vane’s fine copper screen- 
ing, handsome weather-treated 
California redwood, and change- 
oble-from inside feature. 


IMMEDIATE DELIVERY 


Huge stocks of materials mean 
quick filling of Weather-Vane 
orders. No waiting. No delays. 


Address Reply: 2100 Penobscot Bidg 
es Detroit 26, Mich. 
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SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE 
238 Eighth St. 


WORKS 
Holland, Mich. 
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running at only 50 percent capacity, selling only 
items which afforded the best guaranteed ceiling. 


Current Statistics on Output and Distribution 

Lumber shipments of 436 mills reporting to the 
National Lumber Trade Barometer were .1 percent 
below production for the week ending April 13, 1946. 
In the same week new orders of these mills were 1.4 
percent above production. Unfilled order files of the 
reporting mills amounted to 92 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 32 days’ production at the current rate. Gross 
stocks are equivalent to 33 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills exceeded production by 8.7 percent; orders 
by 8.8 percent. 


Southern Pine 


Production of Southern Pine by 114 mills reporting 
to the Southern Pine Association for the week ending 
April 13 totaled 17,545,000. This is 7.91 percent be- 
low the three-year average for the same mills. Ship- 
ments for the week ending April 13 totaled 17,296,000 
feet or 1.42 below production for the week. Orders 
placed during the week totaled 13,436,000 feet or 
23.42 below production. 


Western Pine 


One hundred and two mills reporting to the West- 
ern Pine Association for the week ending April 13 
cut 50,249,000 feet. The same week a year ago the 
cut was 57,435,000 feet. Shipments were 51,061,000 
feet or 1.6 percent above production. Orders accepted 
during the current week were 1.3 percent below pro- 
duction. Unfilled orders on hand April 13 totaled 287,- 
456,000 feet and gross stocks stood at 525,805,000 
feet. 


In the Market Centers 


SEATTLE—Operations limited by deep snows in 
upper regions and soggy roads in lower country. De- 
mand greatest in recent years with most sales on 
barter basis. April 1 log inventory lowest since 1943 
in Puget Sound, Grays Harbor and Columbia River 
districts. Wholesale and retail lumber yards virtually 
empty. 

TACOMA—Favorable weather and improved labor 
situation have stepped up production. Tacoma’s city 
building permits for first three months of 1946 set 
an all-time record of $5,360,496 of which almost 50 
percent was residential construction. 

KANSAS CITY—Ideal weather and improved labor 
situation partially offset by shortage of transporta- 
tion facilities, especially trucks. Abnormal demand 
causes scramble for small supplies available from 
manufacturers. Retail yard inventories depleted. 

MEMPHIS—Hardwood production, stimulated by 
OPA price increase and excellent weather, increased 
production of hardwoods throughout South approx- 
imately 20 percent. Increase at small mills proportion- 
ately larger. Black market mostly fed by smaller mills. 
Big-scale home builders buy direct from smaller mills, 
give legitimate retail dealers the go-by. 

MINNEAPOLIS—Weather, prices and equipment 
difficulties kept Northern Pine production at zero 
level. Lumber demand strong, not only for low-cost 
housing but for numerous industrial construction 
projects which have received the green light. Much 
lumber trucked into city in direct deals between con- 
tractors and mills. Many dealers making fruitless buy- 
ing trips to South and Northwest. Yards with mill 
connections slightly better off. 


April 27, 1946, AMERICAN LUMBERMAN 




















t 


» Ahh Fe 


te) 


wen lll OCC CLP 











109 THE RIES 





American Lumberman Publisher 
Receives Naval Award 

“For excellent service, as Head of 
the Publications Branch of the Ad- 
ministration Division of the Bu- 
reau of Aeronautics, from Feb- 


ruary 1943 to September 1945,” be- 
gins the citation awarded March 20 
to AMERICAN LUMBERMAN Pub- 
lisher Herbert A. Vance by Secre- 





Herbert A. Vance, Editor and Publisher 


tary of the Navy James Forrestal. 

The commendation goes on to say 
by “exercising extraordinary fore- 
sight, skill and energy, Commander 
Vance established the functions, re- 
quirements and organization neces- 
sary to meet the technical informa- 
tion needs of naval aviation, and in 
addition, contributed his experi- 
ence and knowledge to the estab- 
lishment of aeronautic publications 
centers throughout the naval aero- 
nautic establishment and to the or- 
ganized dissemination of technical 
information to aviation personnel. 
... His outstanding services 
throughout this period were in 
keeping with the highest traditions 
of the United States Naval Serv- 
ice.” 

During the war Commander 
Vance’s naval organization was re- 
sponsible for the procurement, edit- 
ing, classifications, indexing, re- 
production, storing and distribu- 
tion of processed and printed pub- 
lications and forms issued by the 
Bureau of Aeronautics. 


William Clancy Celebrates 


birthday. His son, Will C. Clancy, 
president and treasurer, arranged 
for ice cream and cake to be served 
to the office in the afternoon, 


Lance Becomes Secretary of 
National Door Manufacturers 


Ormie C. Lance, for thirteen 
years secretary of Northwestern 
Lumbermen’s__ association, has 
joined National Door Manufactur- 
ers’ association as secretary-man- 
ager. Mr. Lance succeeds W. M. 
Steinbauer, who recently resigned 
to become associated with the Wa- 
bash Screen Door company. 


WCLA to Move to Portland 
In Early Part of Summer 


The West Coast Lumbermen’s as- 
sociation is planning to move its 
headquarters from Seattle to Port- 
land and will be located in the 
Neighbors of Woodcraft building, 
1410 S. W. Morrison street. It is 
expected the association will move 
some time in June to be ready for 
operation July 1. The association 
plans to continue branch offices in 
Seattle as well as at Eugene. 


. . Obituaries 


HERMAN DIERKS, 82, one of 
the founders and chairman of the 
board of the Dierks Lumber and 
Coal company, Kansas City, presi- 
dent of the Texas, Oklahoma & 
Eastern railroad and vice president 
of the DeQueen and Eastern rail- 
road. He was one of the leading 
exponents of reforestration. Died 
in Pasadena, Calif.—April 3. 


CLARENCE R. GARRETT, 72, 
southeastern representative for 
several mill work plants, Atlanta, 
Ga.—March 20. 


JOHN KELLY, 88, co-founder of 
the Booth-Kelly Lumber company, 
Eugene, Ore. A pioneer in modern 
lumber industry practices, the firm 
was long recognized as a “graduate 
school” among lumbermen. Died 
March 26. 


WILLIAM G. SAVILLE, 67, 
president, Plastergon Wallboard 
company, Buffalo, N. Y. Prior to 
becoming president of the company 
in 1919 he had been vice president 
of Cornell Wood Products company. 
——April 14. 





. ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber. 


Large and Long Timbers -- Fir Piling up to 150 Feet 


i. CAR and CARGO -- WHOLESALE ONLY 


a Ys 


PATRICK LUMBER 
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Terminal Sales Building, Portland, Oregon 





NORTHERN 
HARDWoon 
SOFT Woops 


CAYUTA BRAND 
HARDWoop 
FLOORING 


Spring 1946 finds us still unable to give our 





thy 
MAHOGANY My} many — _ ny — yoy 
% . reconversion has been delayed due 
WALNUT Oif-2 factors beyond our control. We do ask our 
MILL LA friends however to keep us in mind and soon 
0,000" A ty we hope to be able to render the same effi- 


Eighty-Seventh Birthday 


William Clancy, chairman of the 
board of the Lumbermen’s Credit 
Association, Inc., Chicago, was re- 
membered with flowers and mes- 
sages from all over the country on 
April 5 in observance of his 87th 
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Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 








28 E. Jackson Bivd., Chicago 4, ill. 





MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 


guide rail and spurs make STRAIGHT lum- 


ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





LEMIEUX BROS., INC. 


FORESTERS-TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 








; Since 1922 
THE DAD & LAD & 


Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


Factory and Executive Offices 


NEW LENOX, ILLINOIS 
SCORINTH M*cuner’s 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 














MANAGERIAL FILE 


A desk-side private secretary 
—to give you finger-tip con- 
trol of your business. Costs, 
profit margins, deposits, con- 
fidential papers—always with- 
in easy reach. Sliding, 
fall-away top. Rubber castors. 
Double-locked. Smart appear- 
ance. Send for FREE folder. 


Northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 

















HANDY LUMBER 
CALCULATOR 


A useful vest pocket manual 
including a lumber calcula- 
tor for standard sizes, log 
rules, estimated weights of 
lumber and miscellaneous 
useful lumber tabulations. 


Prepaid, SO cents 


AMERICAN LUMBERMAN, Publisher 
139 N. Clark St. Chicago 2, Illinois 
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ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
B AN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to § consecu- 

tive insertions. 

MINIMUM CHARGE $§1.60. 

Attractive discounts for 6, 13 or 26 consecu- 


tive insertions. 
When answering “blind’’ advertisements ad- 


dress number shown care of 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 





HELP WANTED 
—_ 


WANTED: Saw Filer for 6’ Clark Band Mill 
sawing principally Beech, Birch and Maple. 
Apply Northern Lumber Company, Inc., Po- 
and, New York. 


WANTED: Enterprising young man to train in 
wholesale lumber office for executive and 
sales position. Prefer bookkeeping, typing 
and accounting background. D. k. Pike Lum- 
ber Co., Akron, Indiana. 














Man to construct band sawmill, planing mill 
and “ag kiln at Fitzgerald, Georgia, needed 
today. Must be sober, and capable of taking 
entire charge of construction of this type 
mill. Reply: Campbell Coal Company, Atten- 
tion of Mr. Heath, P. O. Box 1498, Atlanta 1, 
Georgia. 





WANTED—Experienced man to operate SA 
Woods Side-Matcher 502-M in Hardwood 
Flooring Plant. Prefer man who can grind side- 
head bits and top & bottom knives. Write 
P _ Box 38, Montgomery, Alabama, stating 
experience and expected rate of pay to start. 


HELP WANTED 
Lumber Buyer by long established Ohio Val- 
ley AAA rated line yard. Must have lumber 
purchasing experience with wholesaler or re- 
tailer or sales experience with manufacturer. 
Age 30-45. Excellent future. State age, ex- 
= references, salary expected. The 
cott Lumber Company. 1112 Chapline St., 
Wheeling, W. Va. 








Millwork Superintendent. Also have opening 
for Estimator and Detailer and biller. White 
for information. Willingham Sash and Door 
Company. Macon, Georgia. 





WANTED—Experienced End-Matcher Feeders 
for Yates-American E-]1 Open End Style 
Matchers in Hardwood Flooring Plant. Write 
P. O. Box 38, Montgomery, Alabama, stating 
experience and rate of pay you expect to start. 


WANTED: SIDELINE SALESMEN 
Established manufacturer of recognized and 
guaranteed line of waterproofing products of- 
fers profitable opportunity for energetic sales- 
men calling on dealer trade. State territcery 
ou cover, experience, reliability. Address 
37, c/o AMERICAN LUMBERMAN. 








WANTED: Man with the experience and abil- 
ity to qualify him for Division Superintendent 
for line yard lumber company. Address S-48, 
American Lumberman. 


SITUATIONS WANTED 











WANTED—Planing Mill Machine Man with 
resaw experience. Permanent position. May 
Lumber Company, 1201 Brighton Road, Pitts- 
burgh 12, Pa. 





Wanted: A good competent man to take 
charge of personnel, stock flow and general 
supervision of plant. Good wages. Steady 
work. Address R-50, American Lumberman. 





EXPERIENCED RETAIL LUMBERMAN 


Large, progressive Florida firm wants to em- 
ploy an experienced Retail Lumberman who is 
amiliar with construction and can list quan- 
tities from plans and make estimates. Prefer 
all around man who is familiar with Hardware 
and Paint and who has some knowledge of 
Millwork. No liquor. A good job with a good 
future for high class man. Address S-23, Amer- 
ican Lumberman. 








OVERSEAS VETERAN 
wants to build up his business representing 
lumber and building material firms. Territory: 
Ohio, stationed Cleveland. Address S-25, 
American Lumberman. 





Experienced buyer of western and southern 
lumber desires connection as buyer of whole- 
sale, industrial or line yard company. Ex- 
perienced from stump to consumer. Familiar 
with requirements of trade in Lake States. 
Would locate centrally and contact large num- 
ber of mills. Address R-40 American Lumber- 
man. 





Highest type millwork executive experienced 
all departments, including retail lumber, 
seeks position as manager, asistant or man- 
agerial position, manufacturing jobbing or 
wholesaling. Address R-49, American Lum- 
berman. 





Wanted: Young man stenographer for Saw 
Mill operation in Northern Michigan. Experi- 
ence preferred. Steady. State experience, 
—<—ae reference and salary expected. Ad- 
dress S-26, American Lumberman. 





WANTED—SAW FILER on 9" Band and Round 
Saws. Location: McArthur, Ohio. If inter- 
ested contact immediately: D. B. Frampton 
& Company. McArthur, Ohio. Day Phone: 28 
—Night Phone: 98. 





Experienced cabinet or store fixture man; ex- 
perienced sash and door machine man; mill- 
work detail-biller; estimator, good pay; long 
established firm. McPhillips Manufacturing 
Company. Mobile, Alabama. 





WANTED: An experienced and competent man 
for manager of a retail lumber yard in an 
excellent town. Address S-49, American Lum- 
berman. 





Band Resaw Operator. Must be thoroughly 
experienced. Permanent position. Butler Lum- 
oo” a 9th Ave. and 201 St.. New York 34, 


April 27, 








Plant Manager, Estimator, Detailer, desires 
position with millwork concern, thoroughly 
experienced, age 44. Address S-35, American 
Lumberman, 


MILLWORK SUPERINTENDENT AND DRAFTS- 
MAN. Architectural millwork and lumber bus- 
iness only considered, central states, age 48. 
Address 8-57, American Lumberman. 








Administrative accountant, auditor, controller: 
experienced in all phases of lumber account- 
ing. Interested only in executive position. 
Address S-58 American Lumbermen. 





Manager for Prefab Department 


I have models, plans and experience for pro- 
ducing prefabs for the new veteran priority 
setup. Want salary and commission with en- 
terprising lumber concern in Chicago area. 
Address S-52, American Lumberman. 


MANAGER 


Age 39, Protestant, twenty years’ experience, 
bookkeeper to Auditor. Modern Merchandiser. 
Successful record. Prefer Western location in 
yard doing over $100,000. Available June first. 
Address S-53, American Lumberman. 





19,6, AMERICAN ILUMBERMAN 





